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SEE the BUYING CHECK LIST on page 52 
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Grand Slam Catalog Louisville Slugger Catalog 


Ready for distribution is the Grand Slam C% italog for ‘61. 
Resplendent in full color and designed for maximum eye appeal 
and easy readability, it packs a powerful sales wallop. You may 
order catalogs with margin, size 12”x 12” or without the bind- 
ing margin, size 842"x 1114". Reserve your copies early. 


HILLERICH & BRADSBY CO., P. O. BOX 


Packed with information on Baseball, Softball and Little League 
bats. the beautiful 1961 six page Louisville Slugger Catalog in 
full color is now ready for distribution. It comes in two editions 

one with binding margin, size 12”x 12” and the other with- 
out, size 8'2"x 1144". Be sure to get your order in early. 


506, DEPT. HA-1, LOUISVILLE 1, KENTUCKY 


Hot-dip galva- 
nized inside and 
out; carefully 
threaded with 
standard pipe 
threads for per- 
fect alignment. 


i 


were wee al 








THIS PROFITABLE 


(WELL SUPPLY 


BUSINESS 











ENSIONS Covered with 


the finest brass 
gauze, in all 
mesh sizes, 
Gauze protected 
by perforated 
PROTECTO-SCREEN WELL POINT Carefully made. 
Outside for rocky, gravel soil = lila 
skeleton \ 
protects screen 
on inside. 
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Filtering unit is fully protected. One piece, forged steel 
drive point. Larger inlets, 30% more holes, produces 2 
to 3 times more water. 


CAPITOL WELL COUPLINGS 
Drive-Well, Drive Pipe, Reamed and Drifted, Well 
Drillers, Water Well Casing and Standard Merchant 
are some of the different types of Capitol Cou- 
plings available. Made to exacting specifications 


ina > 





for perfect performance. 


DRIVE SHOES 


Machined from forged steel with deep recesses One-piece 
in shoulder; tapered threads. Cutting edge forged steel 
drive point is an 


integral part of 
brittleness. Made for superior service under the well point. 





heat-treated for additional hardness without 


the most severe driving conditions. Eliminates sand 
or mud leaks. 


DRIVE CAPS Assures straight 
Made of the finest forged steel which imparts driving. 
a tensile strength far in excess of requirements. 








Machined and vented in accordance with stand- 
ard specifications. 


ALL RED-I-WELL POINTS 
ARE INDIVIDUALLY CARTONED 


eliminate screen damage, 


_— ie CAPITOL 


MANUFACTURING CO. 


Sc] op pice DIVISION OF HARSCO CORP. 
COUPLINGS — NIPPLES -— UNIONS — RADIANT HEAT FITTINGS. COLUMBUS, OHIO 


FURNACE COUS — WELL SUPPLIES — STEEL PIPE FITTINGS 











ing margin, size 8/’2 X11 . Keserve your copies early. 


out, size 82 X 11% . Be sure to get your order in early. 


HILLERICH & BRADSBY CO., P. O. BOX 506, DEPT. HA-1, LOUISVILLE 1, KENTUCKY 


Baker’s Dozen Bargains 


Ty pte i 


LIES, 
Seatette 


v, 


* " wegese*! 





Padlocks: 797 (shown), 773, 602, 
215, HC27, HC32, HM11 Wire Rack 


Deadlocks: 2, 112, 11214 
Nightlatches: 80, 83, 85 — 

Screen Door Closers: 002, 506 
Sereen Door Latches: 27, 28, 1011 


Specialty Locks & Hardware: L107 
Travelok, L108 Show Case Lock, 
L113 Window Lock, 1029 Window 
Operator, MC103 Chain Guard 
Merchandiser 


Bathroom Accessories 
Wall & Floor Safes 
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ECIALS 


¢ Your wholesaler has the biggest 
line of spring specials in the in- 
dustry. All backed by the Yale name 
—the most reliable name in locks & 
hardware. Take advantage of these 
money-saving, high-profit specials 
today. See your Yale distributor or 
write...The Yale & Towne Manu- 
facturing Co., Yale Lock & Hard- 
ware Division, White Plains, N. Y. 


ie 
nile Pala 





VYALE~REG. US. PAT. OFF 





YALE & TOWNE 


Want more facts? Circle 101, p. 57 
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COUPLINGS — NIPPLES -—— UNIONS — RADIANT HEAT FITTINGS COLUMBUS, OHIO 


FURNACE COWS  $— WELL SUPPLIES —_ STEEL PIPE FITTINGS 


WARDING BASTARD 
FLAT BASTARD 


ROUND CHAIN SAW 
a HANDY FILE 
LOZENGE CHAIN SAW iad 


MILL BASTARD ; ROTARY MOWER FILE 





FILES BUILD STORE TRAFFIC AND INCREASE PROFITS 














Here are three sound benefits from a Nicholson or Black Diamond file inventory: 


1 With modest display space, you can increase file stock turnover . . . increase profits. 


2 You can build a reputation as a well-stocked retailer, headquarters for all hardware 
requirements and thereby build store traffic. 


4 Since files are low-price, basic tools, they can be used as sales openers for your 
other lines. 


To be file headquarters in your area, ask your wholesaler for a stock of the most 
popular Nicholson or Black Diamond file types such as these: 


Flat, Half Round and Round Bastard Warding Bastard Pruning Saw 

Slim, Extra Slim and Double Extra Slim Taper Half Round, Wood, Cabinet Square Chain Saw 

Round Chain Saw and Four-In-One Rasps _ Contact Point 

Lozenge Chain Saw Handy Auger Bit 

Mill Bastard Rotary Mower Assorted Round Handle Needle 





Nicholson File Company, Providence 1, Rhode Island « Files ¢ Rotary Burs ehOks 
>< ° —_ 
Hacksaw and Band Saw Blades « Ground Flat Stock « Industrial Hammers Oy * N | CH OLSON 


Want more facts? Circle 102, p. 57 
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Publication Office: Chestnut & 56th Sts., Priladelphia 39, Pa. 


Established 1855 * Published every other Thursday * Volume 187, No. 2 


New hardware merchandise and sales 
ideas to help you increase sales. 


Washington News 10 
What’s shaping up for hardwaremen 
in the new budget. 


Some sour thinking . . . 7 Hardware Business Outlook 12 

Let's look back... 8 Repair materials have bigger sales 
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Guard your goodwill. A major new 
product. More aluminum on shelves. 
Threat to trading stamps. 


on how to get more from your rent 
dollars. 


Customers’ problems mean profits 41 


First step in a sale is to find the cus- News of the Trade 98 
tomer’s problem. Then suggest mer- Lufkin elects G. H. Day; Meibeyer 
chandise to solve that problem. retires. Industrial distributor awards 
open. O. Ames acquires Douglas Prod- 
ucts. Dennis Mitchell promotes seven 
executives. 


How to run a better store 42 
Your store can be profitable and com- 
petitive with modern management 


DEPARTMENTS 
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Books for a Dealer's Library 72 

Lots of paint in a small space 46 Convention Calendar 77 
Self service sells power equipment 48 ot ey ern - 78 
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CLASSIFIED ADVERTISING 106 

How a gun trade builds traffic 5! ADVERTISERS’ INDEX 108 


To make more profits this year from your lawn and 
garden section, be the garden expert for your cus- 
i". a een eee tomers. That’s one of the valuable sales ideas in the 
Ig POU Lawn/Garden Merchandising Guide in the Feb. 9 
issue. There will be many other merchandising ideas 

for a more profitable 1961 season. 
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it’s no trick 
to make chain sales 


\} 


i 
\! O 


‘“. OLE. 


ACCO-PAIL 
aes con CHAIN 
: ry. 


"y Display ACCO Extra-Bright 
wee Zinc Plated Proof and BBB Coil Chain 
in Pails or Drums 


e Your whole chain sales picture will brighten when you display acco Proof 
Coil Chain and BBB Coil Chain with the new Extra-Bright Zinc Finish. So 
sparkling and so different is this chain, that it actually sells itself. For 
instance, it’s the kind of chain that will catch the eye of the customer who is 
looking for a mooring line for his boat. Home owners will see many practical 


uses for it such as closing off the driveway or hanging potentially dangerous 
tools out of reach of the children. 


Whatever the end use, your customers will be well pleased with the new 
Extra-Bright Zinc Finish these two popular chains offer. A durable protec- 
tive coating bonded to the chain surface, it is highly resistant to rust, stain, 
and tarnish. Stays bright long after standard zinc finishes turn dull and 
dirty looking. 

Extra-Bright Zinc Proof and BBB Coil Chain is put up in two new 
ready-to-use containers for the convenience of customers and clerks. You 
can choose from sturdy, reusable steel Acco pails, or attractive Leverpak 


' fibre drums if you order larger quantities of chain. 
¢ *Registered Trademark, Continental Can Company 


ommnonrourssmauor | AMERICAN CHAIN 


Contact your American Chain | 
distributor forcompleteinforma- ~ American Chain Division * American Chain & Cable Company, Inc. 
tion about these items or write Bridgeport, Conn. * Factories: *York and *Braddock, Pa. 


our York, Pa., office for your | Sales Offices: *Atianta, Boston, *Chicago, *Denver, Detroit, *Houston 
b "> 


: *Los Angeles, New York, Philadelphia, Pittsburgh, *Portiand, Ore., *San Francisco 
copy of free literature bé *Indicates Warehouse Stocks 


Want more facts? Circle 103, p. 57 
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John G6. Wik “10 h St 
Telephone: ad 
Cow Wardl 

100 East 42nd St, 

Telephone: my ee 7.3400 


Philadelphia 39, Pa. 
win J. Sellick 

Chestnut & Séth Sts. 

Telephone: Sherwood 8-2000 


ae ge ty Ohio 


730 & "F. Keith Bidg. 
Telephone: Superior 1-2860 ' 





Detroit 2, Mich. 

SG. L f ‘Mitchell a 
714 Stephenson Bidg. 4 
Telephone: Trinity 4-1616 


Chicago }, Ill. 

William €. Comiskey—James L. Phillips 
360 N. Michigan Ave. 

Telephone: Ssadolch 6-2166 


San Francisco 3, Cal, 

Frank McKenzie 

1355 Market St. 

Telephone: Underhill 1-7107 

Los Angeles 57, Cal. 

L. H. Jackson, 198 S. Alvarado Sf. 
Telephone: Dunkirk 7-4337 

Atlanta 3, Ga. 

John W. Sangston, 32 Peachtree St.. N. E. 
Telephone: Jackson 3-679) 

Dallas 6, Texas 

Harold E, Mott 

189 Meadows Building 

Expressway at Milton 

Telephone: Emerson 8-475! 


Address mail to Chestnut & 5éth Sts., 
Philadelphia 39, Pa., SHerwood 8-2000 
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Editorial 


by W. A. Phair 


Some sour thinking 


It is quite disturbing to read a letter from a dealer that says, in 
effect, that the only thing manufacturers are interested in is making 
money and they don’t care how much they hurt the smaller dealers in 
the process. 


Or to read a letter from a manufacturer that suggests that all deal- 
ers and wholesalers are lazy, inefficient and backward. 


Letters like these are disturbing because they do not represent 
facts, but rather are based on certain limited personal experiences 
which are by no means a reflection of the whole picture. 


This habit of generalizing one’s views, of painting everybody the 
same color, is a dangerous habit. It represents sour thinking that so 
distorts a person’s outlook that he is unable to see the real picture. 


These letters are also disturbing because they indicate a conflict 
between persons who must work together if the hardware industry 
is to survive. 


It seems to me that we ought to agree that it is no crime to want to 
make money; to show a profit. This is certainly the underlying motive 
of every man in business, no matter whether he be a manufacturer, a 
wholesaler, or a dealer. In fact, you can even go further and say that 
it is the responsibility of a manager to run a business so it does show 
a profit. 


This, then, leaves as the primary area of disagreement the matter 
of policy. Before you or I can judge the quality of another’s policies, 
I think we must know something about his problems. This is why we 
have so frequently suggested that it would be helpful for manufac- 
turers to spend some time in the field. In a store a manufacturer can 
learn at first hand the specific problems a retailer faces. 


On the other hand, if this would be good for a factory man, it 
would probably be equally beneficial for a dealer to spend some time 
in a factory in order to understand the problems there. One thing he 
would discover, I think, is that while the dealer is a very important 
person to a manufacturer, the employees and stockholders are also 
important and must be considered in making a policy decision. 


It is probably impractical to exchange jobs in this manner. But at 
least we can concede that the other fellow has some problems that 


need weighing before we dash out and condemn him. 


In short, what we need now is a little less hysteria and a little more 
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Editorial 


continued 


objective thinking; a little less generalization and a little more dis- 
crimination in separating the good from the bad. 


Let’s look back... 


We are all quite outspoken about factories whose policies are not 
favorable. But what do we do about those manufacturers who try to 
do a conscientious job of backing up the independent retail mer- 
chant? Do we get behind their products and push them? Do we try 
to switch customers to these products? Too often we do nothing to 
encourage the factory with the better policy. 


Dealers have in their hands a very powerful weapon in fighting bad 
policies ... dropping the product. There is nothing illegal or immoral 
in a dealer dropping a line. But, how often is this done? You know 
very well that your customers will stop buying in your store, if they 
don’t like your policies. If a number of your customers took this ac- 
tion, I’m quite certain you would change your policies. 


I’ve never yet listened to an argument that didn’t have two sides. 
This is certainly true when you have a discussion of a factory that is 
charged with “selling discount” houses. 


This complaint has some strange twists to it, especially if you were 
around when the discounters first got underway on a large scale. In 
those days the discounters didn’t have many brand names. Very few 
manufacturers would sell them. But the discounters wanted brand 
names badly, for promotional purposes. And they got them. 


Where did they get them? A very important source was regular 
wholesalers and large dealers who were willing to sell them mer- 
chandise at 5 percent above cost. This is no fairy tale; it is a fact. 
It was learned the hard way by manufacturers who went to the 
trouble to investigate how their products were ending up in discount 
houses. Now, if you were a manufacturer and saw this going on, 
what would you do? A few factories did try to stem the tide, but 
they didn’t get much encouragement. Slowly the gap in the dike was 
widened, until today discount houses can get, one way or another, 
almost any line they want. 


We still find large dealers and wholesalers dumping excess stocks 
in discount houses and surplus stores. And this dumping is always 
in somebody else’s back yard. When a wholesaler starts to complain 
about a manufacturer’s policy, he doesn’t stand on very firm ground 
unless he is free of the sins he ascribes to others. 


We could go on indefinitely discussing these angles, but we wouldn’t 
accomplish very much. The only way we can improve the situation is 
to do some concentrated, objective thinking to maintain the impor- 
tance of wholesalers and dealers as market outlets. If we are to ac- 
complish this job, we will have to discard many of yesterday’s ideas; 
we will have to experiment with the methods. We must acknowledge 
that change is inevitable and this changing picture must find a reflec- 


tion in changes in our own attitudes, opinions and procedures. This 
is our challenge, 
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YOU make 
40%, 


more actual cash 
when you 


sell 


SPOT 


Your customers get the toughest 
sash cord made. Spot is the best 
all-purpose cord, too. It builds your 


reputation and you make 40% more 





profit. So it pays to do the right thing — 


cn @ by @ 
Good Housekeeping 
Wor 


sanmws’” for your customers — for yourself. 





Two guarantees ...Samson’s ...Good Housekeeping’s 


Samson Cordage Works 


Boston 10, Mass. . . . Quality Cordage since 1888 


Want more facts? Circle 104, p. 57 
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A SUMMARY OF EVENTS THAT WILL AFFECT YOUR BUSINESS 


The shape of things to come... 


Hardwaremen get glimpses, from Eisenhower’s budget and Ken- 
nedy’s program, on how Washington will influence their businesses 
this year. Real tipoff comes June 30. That’s when temporary na- 
tional debt limit of $293 billion reverts to “permanent” $285 billion 
limit. If Kennedy’s program produces deficit, then Congress will 
be asked to up ceiling. Eisenhower submitted balanced budget. 
Kennedy is likely to spend more, hoping for recovery through 
federal spending. For hardwaremen it may mean doing business 
in atmosphere of inflation, higher prices, higher costs, tighter 
controls from Washington. 


Taxes: Eisenhower nor Kennedy foresee cuts. Eisenhower sug- 
gests, Kennedy agrees, to plug “loopholes.” Eisenhower proposes 
to extend existing excise taxes after July 1 deadline. Kennedy 
will agree. 


Small business: Kennedy will add to Eisenhower’s proposal for 
more lending power, stepped up advice programs. Watch for drive 
for consumer legislation—credit fee disclosures, product labeling 
laws, advertising controls. 


Wages: Labor costs will increase. Kennedy will again move for 
$1.25 an hour minimum with retail coverage. Compromise is likely. 


Postal rates: Eisenhower again asks Congress to boost rates. 
Kennedy will favor increases. 


Housing: Kennedy will ask close to $400 million for depressed areas. 
Eisenhower’s requests seem modest, by comparison—revised in- 
terest rate ceilings on housing loans, broader loan insurance 
resources, extension of Korean GI bill loans, small amount for 
authorized loans and grants to distressed areas. 


Social security: Employer, employee withholding taxes can soar 
if Kennedy gets all he asks. Kennedy’s welfare program includes 
medical care for aged, extending and liberalizing pension benefits, 
unemployment compensation. 


Farm: Kennedy is not specific about farm spending. He favors 
revised crop controls. Kennedy not likely to depart far from Eisen- 
hower administration policies. Eisenhower asks an added $2 million 
for rural redevelopment program, a cut in lending power of 
farmers’ home administration, proposed modification in price 
support programs. 
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For every protection need... in any 
size... there's a Master Padlock. 


Order from your wholesaler 


Master [ock Company. Milwaukee 45, Wis. 
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TRENDS AND FACTS TO HELP YOU PLAN FOR THE FUTURE 


Trends in picnicware ... 


Color, design, and newer materials will influence much of your pic- 
nicware sales this year. Growing trend by consumers to impulse 
buying of these products is causing many manufacturers to use 
modern colors and designs in new lines. This has particular appli- 
cation among young homemakers, who are affected most by adver- 
tising and new ideas. Newer materials will also be in evidence. For 
instance, wider use of foam plastic in cooler chests, etc. Most dealers 
stress the use of displays as key factor in attracting customer’s 
attention, and as an aid in closing the sale. 


Small items, big sales... 


Your home repair and do-it-yourself customers this year hold a clue 
to increased sales in the area of small but staple items. A growing 
demand for the newer home repair materials such as epoxy glues, 
ready-mixed metal menders, etc., is seen by makers of these products. 
According to one leading manufacturer, sales of home repair prod- 
ucts will climb at least 25 percent to a new high in 1961, regardless 
of general business conditions. Reason for the increased demand 
stems from newer, better products coupled with important advances 
in packaging which have made the public more aware of their many 
uses, and encourage impulse sales. 


Appliance sales gains seen... 


The clue to bigger profits in appliances in 1961 will be in sales to 
first-time customers. That’s the prediction of appliance manufac- 
turers. They predict sales to first-time customers, on such appliances 
as dishwashers, combination washer-dryers, will be up 23 percent. 
They predict sales of replacement appliances, such as ranges and 
refrigerators, will gain from 2 to 3 percent at a minimum, possibly 
5 to 9 percent maximum. Twenty-two members of the Institute of 
Appliance Manufacturers predict sales will be equal to, or greater 
than, 1959. Fifteen of those members expect sales gains, while seven 
expect a sideways movement in unit sales, with a slight rise in dollar 
sales because of upgrading. 


Dealers prefer own financing... 


The outlook for more hardware dealers to use bank credit plans is 
cloudy. Despite success by many dealers with the plans, the bulk of 
dealers prefer to make their own arrangements. Attitudes of hesi- 
tancy toward the bank plans are evident throughout the retailing 
industry. The National Retail Merchants Assn. recently made a 
survey of retailers’ acceptance of the plans. The survey showed only 
one in every 20 retailers is now using such a plan. Fifty percent of 
the retailers surveyed were indifferent; 8 percent thought them to 
be good; and 42 percent felt the plans have a bad effect on the cus- 
tomer-retailer relationship. 


... Turn to page 80 for more news of How’s the Hardware Business. 
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MORE STRAIT- LINE 
SELLING POWER 


-— 


mekes @ perfect chalk line every time 





STRAIT-LINE CHALK LINE REEL & PLUMB BOB 


new design...new easy-to-sell features 
new packaging...best value pricing 


Precision made 
Self-ciialking ... easy action reel 
Durable aluminum alloy box 

Leak-proof . . . practically damage-proof 
Fits the pocket ... fits the hand 
Sure-grip design ... easier to hold 


Reversible line guides 


Doubles as plumb bob 


... fewer parts e Lifetime nylon slide-fill opening 
Easier to fill without spill 


Self-locking plated handle 
Hold-tite plated anchor ring 








STRAIT-LINE MICRO-FINE CHALK 
for all reel type chalk line boxes 


Packaged in new easy-fill cylinder 

type containers, 12 to display carton. 
Gives up to 5 times more marking 

power. Choice of 4 colors: Dark blue, 
dark red, yellow and white. 

Stock: No. 125B — Blue, No. 125R — Red, 
No. 125Y — Yellow, No. 125W — White. 
Packaged: 12 one ounce cylinders per display 
carton; 48 cartons to shipping container. 
Weight: 1 Ib. per display carton of 12. 


Also Available in 2 Ib. cylinder containers 
and 5 Ib., 25 Ib., and 50 Ib. fiberboard drums. 





| BL ve | <* 
Str . PT hed 
AIT-- ) 


STRAIT-LINE TITE-SNAP CHALK LINES 
for all reel type chalk line boxes e 50 ft. and 100 ft. lengths 


Tight and true snapping action. Highest 
tensile strength cord. Extra resilient, 
longer lasting. Individually packaged 

in durable polyethylene bag, 6 lines 

to display carton. 

Stock: No. 50 — 50 ft. line, 

No. 100 — 100 ft. line. 

Packaged: 6 per display carton; 

24 cartons to shipping container. 

Weight: 1 Ib. per dozen. 








e New self-serve hang-up box 


Stock: No. 125-50 — 50 ft. line, 
No. 125-100 — 100 ft. line. 


Packaged: One to Hang-Up display box, 
144 to shipping container. 


Weight: 5 Ibs. per dozen. 


New all the way through 


Now build extra volume and profits with 
this new line-up of Strait-Line products. 
Made by Irwin. Made to Irwin’s high 
quality standards. Made easier to sell 
with new designs, new packaging, new 
display cartons, new merchandising 
support. Big and growing market 
includes the home handyman, floor 
covering and tile installers, painters, 
carpenters, paper hangers, roofers, con- 
tractors, builders, lathers and plasterers ; 
brick, mortar and stone masons. 


Order from your Irwin wholesaler today 


The Irwin Auger Bit Company 
at Wilmington, Ohio, USA, Since 1885 


makes a perfect chalk line every time 


Want more facts? Circle 106, p. 57 
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MERCHANDISING 


newsierler 


A REPORT TO HELP YOU MAKE BETTER LONG RANGE PLANS 


THERE'S A GROWING RUMBLE AMONG DISGRUNTLED CUSTOMERS. And this could 
be a very touchy year for customer relations because of it. A wave 
of letters to editors of newSpapers and magazines now complains of 
new products that break down, clerks that snarl, and items missing 
from stores' shelves on the morning of big sales promotions. The 
trade reasons, and logically, that if the economy is a little 
soft, they should be getting better treatment. Put your house in 
order. This is a time to bank goodwill by having clerks that 
Smile, items that are advertised, and a reasonable policy of 
adjustments when mistakes occur. 









































HERE'S AN IMPORTANT NEW PRODUCT TO WATCH FOR. It involves a new process 
that could alter cooking habits in many homes. A large aluminum 
Skillet is coated permanently with du Pont's Teflon, a resin So 
Slick that nothing sticks to it. This permits greaseless cooking 
and very easy cleaning. This skillet, recently introduced at New 
York for $6.98, heralds eight similar products of assorted cook- 
ware. The line was introduced in France, and the eight new prod- 
ucts are being tested there prior to U.S. marketing. 























GROWING USE OF ALUMINUM IN HOME BUILDING BEARS WATCHING. It will in- 
fluence your buying in many lines. The current 170 lb-per house 
aluminum consumption will triple by 1965. Similar increases will 
occur in remodeling of older homes. You'd do well to re-gage 
your inventories of items such as nails, siding, edging and 
molding, kick=-plates, and the like. Massive consumer ad campaigns 
will spark sales gains and demands for new items. Watch your want 
book and sales pace to keep in step with gains. 




















TRADING STAMP BACKERS ARE HOLDING THEIR BREATH. A new premium plan may 
seriously crimp their efforts. The plan, to be underway soon: 
Premium checks. Here's how the checks work: Customers carry 
identification cards. Merchants record purchases on cards sent to 
a central accounting office. IBM keeps the records. Customers are 
mailed premium checks, cashable in merchandise at all member 
Stores. Idea will cost less than stamps. It will also lure those 
who are now disinterested in stamp collecting: Men, business 
women, and teenagers. 
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LET SOUTHERN HELP YOU 
SOLVE YOUR 
FASTENER PROFIT PUZZLE 


The man who says he isn’t making money on fasteners, isn't stock the full line of profit-producing Southern fasteners. Call 
handling Southern Screws. Profit-wise dealers everywhere your Southern Screw distributor today for your copies of 
order and re-order Southern — the quality fasteners packed Southern’s new ACTUAL SIZE CHART for MACHINE SCREWS 


in durable, soil-resistant, dark green boxes bearing Southern’s and TAPPING SCREWS. Available — free — only through 
copyrighted “EZ to C~” labels Southern Screw distributors — your profit-partner in the 


fastener field. Sold through leading wholesale distributors. 
For a stand-out line that won't gather dust on your shelves, Warehouses: New York + Chicago + Dallas + Los Angeles. 


Wood Screws . Stove Bolts ° Machine Screws & Nuts ° Tapping Screws ° Carriage Bolts ° Wood Drive Screws 


ATTRACTIVE, SPECIALISTS USA-MADE 
~ DURABLE FOR QUALITY | 
- SOUL-PROOF BOXES \\ 15 YEARS... FASTENERS 





YEAR ROUND S_PRE-SOLD-TO>G || WIDE RANGE’ 
~ CONSUMER YOUR = OF ITEMS 
ADVERTISED CUSTOMERS (SIZES, FINISHES 


_ STOCKED BY BACKED BY SALES AIDS 
WIDE- AWAKE HARD WT TING FOR ge 
DEALERS TRADE ADS / DEALERS 


\ 


PRB TIME SAVING EZ*toC 
SHOP HELPS = “—> LABEL 
FOR CUSTOMERS SYSTEM 


Want more facts? Circle 107, p. 57 
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He hasa 


problem you have the solution 


PpennueRnON 





ets \ 


pennueRnON 
WINDOW GLASS 


a 


the world’s finest window glass 


ar 


Whether your customer is a homeowner 
who intercepted a pass the hard way, 
or a builder caught in short supply, ora 
home repair contractor, they'll all mean 
repeat business if you stock PENNVER- 
NON Window Glass. 

Availability: PENNVERNON comes in 
a complete range of sizes and varieties, 
so customers will know they can always 
get what they need from your store. 
Quality: The brilliant surface and re- 
markabletransparency of PENNVERNON 
is the result of a unique PPG manufac- 
turing process that makes PENNVERNON 


® 


more than just ordinary window glass. 
When you sell PENNVERNON, you sell 
true vision. Service: No inventory 
problem with PENNVERNON. Your dis- 
tributor or Pittsburgh branch is there 
to deliver the sizes and types you want 
when you need them. And he'll help you 
sell more PENNVERNON by supplying 
you with a full line of sales aids: signs, 
labels, decals, counter cards, give-away 
folders, ad mats. He’s there to help you 
sell more PENNVERNON. Pittsburgh 
Plate Glass Company, 632 Fort 
Duquesne Blvd., Pittsburgh 22, Pa. 


G) Pittsburgh Plate Glass Company 


Paints « Glass + Chemicals « Fiber Glass 
In Canada: Canadian Pittsburgh Industries Limited 


Want more facts? Circle 108, p. 57 
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Let your 
Kwikset distributor 
balance the load 





Megs 
% 


Y 














A Kwikset distributor makes life easy for you in so many ways. He stocks a balanced 
inventory so you get orders filled faster than when dealing direct with a distant 
manufacturer. His complete warehousing facilities make it possible for you to maintain 
smaller inventories with less capital tied up. As a single, reliable source for the many 


product lines you carry, he cuts the time you spend buying — gives you more time for selling. 


These are just a few of the many reasons why Kwikset sells only through distributors. 
And, since Kwikset locksets are the first choice of America’s home builders, your 
inventory turnover is faster and your profits are greater. 


kwikset >» /otksets 


America’s largest selling residential locksets 


Kwikset.Sales and Service Company, A subsidiary of The American Hardware Corporation, Anaheim, California 


Bins 


no doubt about it makes everybody happy! 


QI; 
A\\\\ My } | \ PALMA ANA AHN 
LDC OL : 


ai Ti 


Customer... Dealer... Wholesaler... Hanson, too! 


CUSTOMERS LIKE Hanson’s top quality and low 
prices backed with the guarantee of complete satis- 


No. 157 faction. 
Self-Seller 


DRILL DEALERS LIKE Hanson’s self-selling merchandising 
DISPLAY aids, minimum investment, plus the I-o-n-g profit 
margin Hanson provides. 


WHOLESALERS LIKE Hanson because it is the only 
line that has everything—quality—price—selection— 
modern merchandising techniques. 


HANSON LIKES the tremendous demands of cus- 
tomers, dealers, and wholesalers that are keeping 
production at a peak. 


NO DOUBT ABOUT IT, when you make Hanson your 
No. 1 line, you really join A BIG HAPPY FAMILY. 


Franson, No. 157 Self-Seller DRILL DISPLAY—Sells drills 
fastest because it displays drills best. Requires only 
14” x 14” counter space. Fractional sizes. No. 342 
for wire gauge sizes. Nos. 157W and 342W have 
wall-type cabinets. 


| Ace_| No. 196 Self-Seller TAP AND DIE DISPLAY— 
Handsome cabinet stocks and displays all popular 
sizes of Taps, Dies, Screw Extractors and Wrenches 
in 18” x 13” counter space. By far America’s most 
popular Tap & Die Self-Seller. 


Contact your Hanson wholesaler or write to 
HENRY L. HANSON COMPANY 
25 Union Street, Worcester 8, Mass. 


Quality Tools At Popular Prices For Over Half A Century 


Want more facts? Circle 110, p. 57 
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OL WHIRL-A-WAY MAKES AL 
— ONMER CAR WASHERS OBSOLETE | 


WT HA 
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So new! So different it defies comparison! Dialamatic 
Arist ChAdoh Mmi-elitic-c Mm iclile|'(-Mhic-1-M elt tic) Meld] om MRa dehy 
offe] eelalice) Mol M@ ile Myic-lileliiMelileMadeli-lmelilt- Mm oleli-lilicte 
rol acestiolibss)eele)Mel-ti-lael-lilmailelilel-melileme Maelo miller 
ging 360° swivel! 

P Nolo Mm Ol ico) Mm Mm (oliiloltl Mmceliolilile MM sleley-lilel am ola e 
CiC-tYeelellale Matic) el-lameleloMulelilel(-MeliloM Ze) Malek Z-Miil- Miley 
car washer that reaches and bends for you, looks like 
a dream, and washes like a charm. 


You can bet we'll promote this honey... nationally and 
in your market. It’s a real winner! 
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For Full Details 
Call your Distributor . . . or write, 
wire or phone today! 
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OSROW PRODUCTS CO., INC. 
HAZEL STREET, GLEN COVE, L.I., NEW YORK 
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C. Hager & Sons Hinge Mfg. Co. « St. Lovis 4, Mo. 
In Canoda, Hager Hinge Canada Limited + Kitchener, Ontario 


Founded 1849 — Every Hager Hinge Swings on 100 Years of Experience 


& sae 











——— 
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6/ WHIRLA-WAY IS NOW | 
MORE THAN f CAR WASHER 


Put a big plus in your Spring Profit picture with — ~~ 24 a <a le aaa 
Osrow’s exciting new window washer! Dialamatic .- : a ah | 
Whirl-A-Way with built-in rubber squeegee pro- 
mises and delivers, professional window clean- 
ing results every time! Exclusive 4-position dial 
control selects the right combination of suds or 
clear rinse—gets windows clean faster—rubber 
squeegee ‘‘dry-cleans”’ them instantly and your 
customers do all this safely from the ground — 
Whirl-A-Way telescopes up to six feet...gives 
extra reach. 


© Pistol grip with 360° swivel 
for handling ease 





¢ 4 position dial control 

© Telescoping handle 

¢ Brush spins at 1500 RPM 

¢ Detachable rubber squeegee 


Feature-for-feature there’s no home washer like 
Whirl-A-Way. Sells on sight and delivers a hand- 
some profit. Order today. 


= Fs 


4 to 6 Ft. Unique “live-rubber” squeegee —> 
Telescoping Model is precisely angled for 
effortless drying action. 


Rubber grip 
handle 


swivels 360° 
Rubber bumper 


on brush 

prevents 

4-position scratches 100% horsehair 
or . brush rotates 

Dialamatic ~ a, 

I gn from 3 to 6 feet 

suds control ea at 1500 RPM 


SAFETY FIRST—OSROW’S GIANT WHIRL-A-WAY 


Four extension handles extend from 4 to 15 
feet. Has built in sudser, whirling brush head 
of genuine horsehair. Washes even second 
Comfortable Extra-large story windows with ease while standing safely 


a “— pistol-grip detergent on the ground. Retails for only $14.95. 
: handle chamber 


Telescoping 
handle extends 














tt ME MN, 


For Full Details Call Your Distributor . . . or Write, Wire or Phone Today! 


7/7 /\\N 
PRODUCTS CO., INC. « GLEN COVE, LONG ISLAND, NEW YORK 
Nw 


—_. ) ae 
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wVST OFF THE Fae... 


ial il ... THE MOST COMPLETE AND COMPREHENSIVE 
pies CATALOG OF PLUMBING & HEATING SUPPLIES EVER 
PUBLISHED — AND IT IS YOURS FOR THE ASKING. 


You see illustrated here just a few of the 180 pages of this all 
new catalog, which shows complete lines of: Heating Supplies, 
Brass Goods, Enamelware and Plumbing Specialties. 





This catalog 1s ready and waiting for you... just: drop us a line or 
give us a call. There is no obligation... but do it NOW! 


ELITE SALES CORPORATION 
1051 Irving Avenue, Brooklyn 27, N. Y. * HYacinth 7-2200 


nulelsltaclastia-lamelilem Olitialeliiiela: 





Plumbing & Heating Supplies, Brass Goods and Specialties 
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this 1s NEW and NEWS for you! 


Jacobsen reveals powerful 
consumer promotion plans for its front running 


urnover Twins” 


Tt 9 


MIRACLE MOWING MAGIC MOWING 


Turbocone Dynacyl 


rotary mowers 
reel mowers 


We all know what “‘turnover’”’ means. It’s money in | 
the bank from selling your mower inventory again and : + & ti 
again. And now you know the facts—Jacobsen is the - a PLUS Garden Magazines 
fastest growing name brand in the mower industry. = 
Turbocone was a sell-out in ’60, as it will be again in ’61 ; " 
along with new Dynacyl. We know, because we’re | So gel PLUS continuous ong 
harnessing the sales power of the dynamic Saturday #9%@* a paper Ads in 138 markets 
Evening Post, Time, U.S. News & World Report, Sunset, 
along with a big list of garden magazines, 138 Key io és : 
Market Newspapers (with dealers names listed), to ~ \ : PLUS LOCAL CO-OP 
create turnover for you. Make sure you’re one of the 7 : 
fortunate dealers featuring the ‘Turnover T'wins.”’ | 
Distribution is selective, but there are valuable ati PLUS Displays, Posters, 
areas open. Write today for more details. . “ Banners, Mailers and other 


sales builders. 


OB 
r S$ 


‘J Jacobsen 


MANUFACTURING COMPANY °: Dept. HA‘? + Racine, Wisconsin 
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EQUIPPED 
FOR SAIES 


Baking and Measuring Aids... part of a line of over 50 cataloged 
kitchen tools and gadgets . . . designed, produced and 

packaged for consumer acceptance . . . by the makers of 

the famous Foley Food Mill. 


cdvertioed Better Homies 





“) measuring 
cup set 











Minneapolis 18, Minnesota, Dept. 107 
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“STANDARD 


“STANDARD” DO IT YOURSELF 


HARDWARE 





ervice 
Self > echandiser 


Rotating Me 


“gtaee 
of ; saeeis ; 
| “STANDARD / ‘aie. | Pe / 

\ DO /T YOURSELF 





speeds turnover 


EARNS $16.18 PROFIT 
ON $24.26 INVESTMENT 


requires only 1 sq. ft. of 
counter space 


This new merchandiser—furnished to you FREE with 
the purchase of the No. 25 assortment—helps you cash in 
fast and continuously on impulse sales. It puts popular house- 
hold hardware items... hinges, hasps, barrel bolts, sash 
locks and lifts, corner braces . . . out where customers will see 
them and buy. 


Satin black rack blends with 3-color cards 
and yellow and black sign. Dimensions: 
base diameter,12 inches. Height, 31% inches. 





“STANDARD” No. 25 Display Assortment... 15 fast selling items...162 merchandise cards 





Catalog - No. of Suggested Retail Total 
| 
No. — na Cards Price, Each Value 





226-BB Closet Rod Holder Brt. Brass 12 19 $ 2.28 
622-BB Coat & Hat Hook Brt. Brass 12 19 2.28 
321-2-BB Barrel Bolt Brt. Brass 12 ; 3.00 
321-3-BB Barrel Bolt Brt. Brass 12 ‘ 3.48 
529-BB Sash Lock Brt. Brass 12 ‘ 3.00 
625-BB Bar Sash Lift Brt. Brass 12 P 2.28 
822-3-Z Tee Hinge—3” 6 2.58 
823-3-Z Strap Hinge—3” 6 , 2.40 
824-1'A-Z Butt Hinge—1 2” 12 , 3.00 
824-2-Z Butt Hinge—2” 12 , 3.48 
922-2'A-Z Safety Hasp—2'!r” 12 3.48 
922-4'2-Z Safety Hasp—4'2” 6 , 2.70 
923-1'A-Z Corner Brace—1 2” 12 . 1.80 
923-2'2-Z Corner Brace—2'r” 12 2.64 
924-2'2-Z Flat Corner Brace—2'2” 12 2.04 
Total Retail Value “$40.44 





DISPLAY RACK AND SIGN SUPPLIED FREE Dealer Cost 24.26 
Dealer Profit $16.18 
Shipping data: 2 cases—total weight 28 Ibs. 











“STANDARD” carded hardware meets 
Turnover Handbook recommendations! 


eas 


Litho in U.S.A 
L.-3480A 
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Extra for 


STARTING 


JOIN DERUSTO'S BIG — 
TO BOOM YOUR SALES, 


YOUR OWN STORE-WIDE PROMOTION! 
1,000 FREE broadsides, 

imprinted with your 

store name for your 











neighborhood, starts you 
on the way to pull in 
traffic, rack up sales! 


a 


Here’s the most unique new selling con- 
cept in the entire industry—specifically 
designed to inject new vitality and excite- 
ment into your business for profitable 
store-wide selling! 

Yes, now you have a golden opportu- 
nity to meet the challenge of modern 
merchandising by using the instant appeal 
of a money-saving offer as your big 
traffic-building leader to stimulate selling 
throughout your store. Here’s how 
it works. 

Derusto is making available to you 
1,000 full-color, hard-hitting broadsides 
absolutely FREE ...for use as self- 
mailers, as store hand-outs, or for door- 
step delivery. They tell and sell the 
important story of rust prevention to 
your public. More important, this broad- eg 
side gives them the perfect opportunity — !mprinted with your name 
to do something about it—and save $1.20 nes accent: tae eee | 

; in ; : roadside invites your customers 
besides! Get your supply of broadsides to save $1.20 on a can of Derusto Spray 
now. Join Derusto’s big ‘‘Customer (regular price $1.89) with the purchase of a 
Round-Up” and get in on the profitable — quart size (or targer) can of any Derusto 
store-wide selling that’s coming your way! product at the reguiar price. 
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Every Dealer! 





EXTRA 
TRAFFIC 
GETTER 








MARCH, 1961 





‘CUSTOMER ROU 


ND-UP 


BOOST STORE TR 


For a limited time only—with the 
purchase of a quart size (or larger) 
can of Derusto or galv-a-grip, your 


customers Can save 


$120 on a nationally 


advertised $189 can of Derusto Spray! 


Your Derusto distributor sales- 
man will be happy to help you set 
up this big store-wide promotion. 
He will advise you on all of the 
details of the mailing, the han- 
dling of the coupons, how to 
display the Derusto line in your 
store and windows, other adver- 
tising you may want to run in 
conjunction with the broadsides, 





the amount of stock you need for , 


the promotion. 


Remember, you can obtain. 


1,000 broadsides, imprinted with 
your store name and address— 
absolutely FREE! Take this 
golden opportunity to build your 
business right now... boost 
store traffic, boom your sales this 
easy, fast, effective way. 





DERUSTO MINIT-FIN- 
ISHES ... prevent rust, stop 
rust on new or 
rusted metal. Ce FS ; 
Dries in min- ———— | finishes, pro- 
utes. 24 beauti- cn tects and beau- 
ful colors. For D fe) tifies. Heavy- 
exterior or in- Crus duty, for inter- new, old or 
terior surfaces. ior or exterior. unpainted sur- 


Mauris, coves faces. 
= 
ce . 


YOUR DERUSTO DISTRIBUTOR SALESMAN HAS THE DETAILS — ASK HIM! 


Derusto...a product of MASTER BRONZE POWDER COMPANY, INC. 


DERUSTO PROTECTIVE 
COATINGS—Proved in over 
2,000,000 applications. One 


DERUSTO galv-a-grip— 
Primes, protects and beauti- 
fies galvanized metal surfaces. 
Requires no 
rf etching, no 
i special metal 
treatment. For 





DERUSTO SPRAY—Available in 24 
beautiful colors to match most Derusto 
Minit-Finishes and Protective Coatings. 
It's the easy way to keep rust away! 

















- Calumet City, Illinois 
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* OXWALL’S 99¢ TOOL PROGRAM ... A new con- 
cept in tool-selling that’s mushrooming into a 
way-of-life for hardware stores across the 


nation! Choose from many different attractive 
import and domestic items... pile them up on 
Oxwall’s self-service fixture ... and watch the 


$ multiple impulse sales start like a chain re- 
action! Success stories already record sales 

increasing 13-23% without additional cost to 

dealer. The 99¢ price is magic . . . for items 

that sell regularly for as much as 1.69. Every 

item fully guaranteed. ATTENTION WHOLE- 

SALERS ...A few ex- 


Et TOOLS pr MONTH =: scien 


able. Contact us imme- 


diately. AND TO DEALERS .. . Get in touch with 
your wholesaler immediately. If he is not an 
Oxwall franchised 99¢ tool hardware distribu- 
tor, please contact us directly for the dis- 


tributor nearest you. 


*based on average retail sales of hardware stores doing volume of $50,000 per year, 
dealer should sell a minimum of 25 tools per week at 99¢ each. 


oR HOME CR, 


OXWALL TOOL COMPANY, LTD. 


401 PARK AVE. SOUTH, NEW YORK 16, N.Y. @ 
My, qe* 
© 1961, Oxwall Tool Co. Ltd, WORLD ° 
Want more facts? Circle 119, p. 574 Want more facts about the ad on pages 30-317 Circle 120, p. 57> 
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HOW HALF A FOOT OF SHELF SPACE 
CAN BOOST YOUR FASTENER PROFITS 


REPUBLIC NYLOK NUTS—displayed in attention-getting, 
new point-of-sale counter tray— provide the answer to getting 
higher profits from fastener sales. The colorful display unit, 
which takes only half a square foot of counter space, illustrates 
typical customer uses for unique self-locking NYLOK Nuts. 

Suggest higher-profit NYLOK Nuts, rather than conventional 
fasteners, for use in repairing toys, lawnmowers, automobiles, 
gardening tools, and for home, shop and farm use. Your 
customers will be interested in NYLOK’s permanent locking 
action, and they’ll appreciate the easy-to-apply, can’t-shake- 
loose features. 

The handy NYLOK counter tray, containing 150 of the six 
most popular NYLOK Nut sizes, is available through your 
Republic Distributor. He’s at your service with a complete 
line of quality Republic Products, including... 


BOLTS AND NUTS e¢ PLASTIC PIPE °@ STEEL PIPE 
ROOF DRAINAGE PRODUCTS e¢ NAILS & STAPLES 


| > \ This STEELMARK of the American Steel Industry 
y) tells you a product is made of Steel. Look for it FUNCTIONAL PACKAGING makes your 


when you buy. Place it on products you sell. stocks of Republic Fasteners instantly 


identifiable, simplifies stocking and dis- 

play. A _ soil-resistant surface coating 

keeps boxes neat and bright looking. 

Inverted package design, with the bottom 

R E P U te L i C sy T c © L of the box containing the top, prevents 
spilling when the package is handled. 

: : E It can be opened and set up as a bin 
Quality SUubphios. eo Quality Sunbird or handy self-service display. Label 


stays right side up. 





REPUBLIC STEEL CORPORATION 
DEPT. HA-1566 
1441 REPUBLIC BUILDING + CLEVELAND 1, OHIO 


Please send more information on: 

©) Flexible Plastic Pipe Type FE® C) Steel Pipe 

C) Semi-Rigid Plastic Pipe Type SRK® (©) Bolts and Nuts 
O) Roof Drainage Products C1) Nails and Staples 
C1) NYLOK Nut Counter Tray 





HERE’S HOW 
NYLOK WORKS 


A nylon plug firmly staked 
into one of the faces of the 
coid forged hex nut forces 
a tight, metal to metal contact 
of opposite mating threads 
for vibration-proof lock. 








Name Title 








Company 
Address 


City Zone State 
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AND FOR 
Shown above, left to right: TOP TURNOVER 
INFRA-RED BROILER 8970 Products bearing the EVEREDY name have <tr te 
SQUARE, KING SIZE KAKE more value, more quality, more customer appeal N | 
4 


SAVER 9915 ... and they’re priced right for fast sales. This is 


SWIRL KAKE SAVER® 9905 Everedy’s business — specialization and con- 
CRYSTAL BALL LAZY 


SUSAN 8880 centration in a fine group of hostess aids. { d 
Ce 


bong SIZE KAKE SAVER? Whatever housewares lines you now carry, you 


CAMEO CANISTER SET 


should add EVERED ) items. They'll really oe oh me nem. chrome 
8830 boost your profit picture with long mark-ups and Sostias tele teen 


protective shields and 


KING SIZE KAKE-TOTER fast turnover... plus profit in your cash regis- die-cast chrome chessmen 
a ter. To prove the point, add several EVEREDY Seen ome wees e 





‘'TATER BAKER® (and Bun piece sets 


: - ; “es 
Warmer) 8590 items. You'll see for yourself. 2 exciting new items: 
‘ extra-large Steak 
Turner and Tongs — 
available on individual 
display cards 


Looks like more... Gives you more... EVEREDY — 


THE EVEREDY COMPANY, FREDERICK, MD. « Craftsmen in Chrome and Stainless 
Want more facts? Circle 121, p. 57A Want more facts? Circle 122, p. 57> 
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Cortland Nails and 
Brads, in their self-dis- 
play cartons, are all- 
season sellers. Nails are 
packed in green boxes, 
brads in yellow. Both 
make eye-catching dis- 
plays at point of sale on 
counters, or in windows. 
There are three popular 
size packs—Y¥6 Ib., 1% Ib., 
and 1 lb.—each clearly 
marked with weight, 
length, and gauge. Your 
jobber will be glad to 
Supply you. Write for 
colorful, free window or 
counter streamer. 
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WICKWIRE BROTHERS, INC. 
Cortland, New York 


Hardware Cloth 
Stone Wire 


Wire Screening 
Wire Netting 
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There it goes...the last of those good looking Disston Garden Tools. They sure did sell, 
and it’s no wonder. Shoppers are just naturally attracted by color, smart styling and 
obvious quality. Next Spring, new customers will be attracted by that same strong 
visual appeal. Repeat customers will be back to buy other Disston Garden Tools. They’re 
already sold on the fact that Disston Blades cut better, stay sharp longer. Yes, it’s time 
to reorder Disston Garden Tools. 





DISSTON “GARDEN TOOL SALES CENTER” PACKAGE 


This colorful, permanent Disston display and tool package 
puts a complete garden tool center in your store . . . sparks 
volume, self-service sales! 'The NRHA-selected inventory in- 
cludes: Hedge Shears, Grass Shears, Pruning Shears, Lopping 
Shears and Pruning Saws... every popular type of gardening 
hand tool. Nominal retail value, $70.17. Dealer net, $49.69. 
YOUR PROFIT, $23.48. 

Place your spring order now for Disston replacement tools, 
or the complete “Garden Tool Sales Center.”’ Disston Division, 
H. K. Porter Company, Inc., Philadelphia 35, Pennsylvania. 


~~ DISSTON GARDEN TOOLS 





DISSTON DIVISION 








PORTER SERVES INDUSTRY with steel, rubber and friction products, asbestos textiles, high voltage electrical equipment, electrical wire and cable, wiring 
systems, motors, fans, blowers, specialty alloys, paints, refractories, tools, forgings and pipe fittings, roll formings and stampings, wire rope and strand. 


Want more facts? Circle 123, p. 57A Want more facts? Circle 124, p. 57> 
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GRIP Bathtub Mats 





the safest, most comfortable bathtub mats ever made 


Rubbermaid SAFTI 


Now...with Rubbermaid you can 
offer your customers the safest 
bathmat money can buy. Here’s why: 


Os Oe fy 
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( , ws, 
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pT ‘ tom Rubbermaid 
4a”? Bathtu b Mat 
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=) Of O4 is £0). ie 01 88 
ON BOTTOM OF MAT 
GRIP TUB SURFACE 


Look! A Complete Line of New Bathtub Mats 
Right sizes... right prices .. . right colors 
all packaged in stunning, full-color, self-selling boxes 
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#7040 Safti-Grip Bathtub Mat #7041 Safti-Grip Bathtub Mat #7042 Safti-Grip Bathtub Mat 
Size: 14” x 2534” Size: 16” x 28” Size: 18” x 30” 
Over 600 suction cups Nearly 800 suction cups Nearly 1,000 suction cups 





INTRODUCTION OF MATS IS el 
BACKED-UP WITH THESE SS 
SALES BUILDING MATERIALS! 











NEW! Rubbermaid. 


SAFTI-GRIP Rubbermaid 


th: Mat Bathtub Mat 


safest, most comfortable bathtub mat ever made 
SIZES FROM 


$998 — $9398 Fide 
Grates af tovely pastel estes Free! Ad Mat. Proof 


Fo si (eine: 2 onl. = 7")... 
PLUS... New Safti-Grip Free! Window or Wall Banner in full color (size: packed into white, pink 
Shower Stall Mat 27” x 11”)... packed into white, pink #7041 packs. | #7041 packs. 

















#7112 Safti-Grip Shower Stall Mat 
Size: 2244” x 22,” ORDER NOW ...TO BE THE FIRST TO OFFER 
Over 800 suction cups YOUR CUSTOMERS THESE NEW MATS 


item Description Retail Std. | Shp.Wt. Colors 
No. and Size Each Ctn. Lbs. 











7040 Safti- soe Bathtub Mat 


: 14” x2 $2.98 4 7 
rR [ ‘ele —) “- rm a | = : 7041 7 pli Bathtub Mat $3.49 9 White, Yellow, Lt. Green, Pink, 


4 Turquoise, Sandalwood 
mM EA 3 S BETTER MADE 7042 pty Bathtub Mat $3.98 4 11 
4 


7112 Safti-Grip Shower Stall $3.49 


oe 
HC-? RUBBERMAID INC., WOOSTER, OHIO LITHO USA (11-60) Mat 224%" x 2214" 











White, Black, Yellow, Lt. Green, 
Pink, Turquoise, Sandalwood 
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Deductions for rent on your income tax report include more than the 


dollars you pay each month. What about remodeling costs 


Did you pay 


a bonus to get a choice location? Check this article to find out... 


How to get more from your rent dollars 


by Howard F. Elin, partner 
J. K. Lasser & Co. 

ana 

Sydney Prerau, director 

J. K. Lasser Tax Institute 


Here is an article, pointing up an important deduction 
on your federal income tax report, to help you get the 
most out of the rent payments for your store. This 
article was prepared for Hardware Age by J. K. Lasser 
& Co., well-known firm of tax advisors. 


Your periodical rent payments are deductible ex- 
penses of doing business. But rental costs are not 
limited to periodical rent payments. 

If you have recently remodeled your store or are 
planning a renovation, have you considered how your 
investment is going to be deducted on your tax re- 
turn? 

Or have you paid a bonus to get a valuable loca- 
tion? 

Do you deduct the cost of improvements, or the 
bonus, immediately or over the term of the lease? 

Superficially, the answer may not seem too im- 
portant as long as you are assured an expense deduc- 
tion. 

The tax value of a deduction often depends on when 
and how an expense is deducted. Getting increased 
deductions during the present period of high income 
taxes is far more valuable than spreading smaller 
annual expense deductions over a longer period which 
may include years of low income or decreased tax 
rates. 


You can, each year, write off a part of the cost of 
an improvement that you have constructed on leased 
business property. But over which period do you take 
the deduction—over the life of the improvement or 
over the remaining term of the lease? 

The general rule is that you deduct the cost of your 
improvements over the shorter of the following 
periods: 

The life of the improvement (in this case, you re- 
cover cost by depreciation); or 

The remaining term of the lease (in this case, you 
recover cost by amortization). 

The distinction between amortization and deprecia- 
tion is important for this reason: When amortizing 
over the term of the lease, you cannot use the de- 
clining balance or the sum of the years-digits method 
of depreciation which give you greater deductions in 
the beginning of the improvement’s life. You can 
use only the straight line method. 

When depreciating over the life of the improvement 
there is no such limitation. 

What if you have an option to renew the lease? 
You may have to add the renewal period to the re- 
maining term of the lease to make the above compari- 
son with the useful life of the improvement. However, 
adding the renewal period to the original term has 
significance only when the useful life of the improve- 
ment exceeds the original term of the lease. 

If the useful life is less than the original term, it 
is not necessary to determine if the renewal period is 
to be added. The improvement is depreciable over 
the useful life because in any event the useful life 
will be less than the original term or the original 
term plus the renewal period. 

Where the useful life exceeds the original term, 
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How to get more from your rent dollars 


the adding of the renewal period can have the fol- 
lowing results: 


If the useful life is less than the original term plus 
the renewal period—then the improvement is depre- 
ciated over the useful life. 


If the useful life exceeds the original term plus 
the renewal period, then the improvement is amor- 
tized over the period of the original and renewal term 
of the lease. 

Where the useful life exceeds the original term, 
tenants prefer to write off the improvements over 
the shorter original term. They are reluctant to add 
the renewal period which reduces the amount of an- 
nual amortization deductions. 


On the other hand the Treasury, to reduce the an- 
nual deduction, will often try to add the renewal 
period. 


Over the years, this conflict of interest has been 
fought in the courts which have tried to determine in 
each case whether there was a “reasonable certainty” 
of renewal. However, the decisions do not provide 
any specific tests which could be used to determine 
when the renewal period was to be regarded. 

In 1958, Congress passed a law which attempts to 
provide a specific test while retaining the rule of 
“reasonable certainty.” However, the law confuses 
rather than clarifies the subject. 


How the law operates 


But first let us see how the law operates, and then 
where its application is uncertain. 


Percentage test. 


You include a renewal period if the remaining term 
of the original lease on the completion of an improve- 
ment is less than 60 percent of the useful life of 
the improvement. 

For example, you complete an improvement with a 
useful life of 20 years when 12 years remain of your 
original lease. 

Under the percentage test, you do not add the re- 
newal period. The remaining term is 60 percent of 
the useful life of the improvement (60 percent of 20 
or 12). 

However, if the remaining term of the lease was 11 
years, or the useful life of the improvement was 21 
years, you would not meet the test. 


Obviously, to meet the percentage test, you must 
carefully estimate the useful life of the improvement 
and be prepared to support your estimate if it is 
questioned by the Treasury. As you can see from 
the example, an issue over one year can determine 
whether or not the test is met. 
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(Continued) 


Exceptions to the percentage test 

(1) If you do not meet the 60 percent test. 

If the percentage test was the only standard to con- 
sider, then the application of the law would be cer- 
tain. Either you meet the test or you do not, and 
there would be no other complications except to prove 
the useful life of the improvement. 


But the arbitrariness of such a rule would be un- 
fair to tenants who could not meet the test and yet 
had no intention to renew. 

To prevent this inequity, the law allows you to rebut 
the presumption raised by the percentage test that 
you will renew by showing you will probably not re- 
new the lease. 

Neither the law nor Treasury rulings indicate what 
you must show to prove your intention not to renew. 

Thus you face the uncertainty of whether you can 
convince the Treasury that you will not renew—and 
if you are successful with the Treasury—of whether 
you can convince a court of your intentions. 

(2) If you meet the 60 percent test. 

Despite your compliance with the 60 percent test 
—the Treasury can add the renewal period to the 
original term by proving there is a reasonable cer- 
tainty you will renew the lease. This exception cuts 
the ground under the 60 percent test. 

The Treasury can always charge that you intend to 
renew so that the test can give you no real comfort. 

However, your initial compliance with the test 
probably puts you in a stronger position to prove your 
case than if you had not met the test. 


First, you have met the statutory presumption that 
you will not renew. 


Second, the Treasury must affirmatively prove the 
reasonable certainty of your renewal. 

The Treasury applies the reasonable certainty test 
to each option to which the lease is subject. 

For example, you have two successive options. As- 
sume, further, that the Treasury proves that facts 
in a particular taxable year show with reasonable cer- 
tainty that the lease will be renewed on the exercise 
of only the first option. Beginning with that year, 
the term of the lease will be treated as including the 
first option, but not the second. 

If, in a later taxable year, the Treasury proves that 
there is reasonable certainty that you will exercise 
the second option, the term of the lease beginning 
with that later taxable year, will be treated as in- 
cluding both options. 

Decision before the enactment of the percentage test 
held that there was no reasonable certainty of re- 
newal when— 

The rent for the renewal period has to be based on 





an appraisal to be made at the end of the present 
lease term. 

The improvement will have no value at the end of 
the present lease term. 

The option to renew has no value at the end of the 
first lease term—because of changing economic con- 
ditions. 

(3) If your landlord is your spouse, child, parent, 
or corporation in which you have a controlling in- 
terest of at least 80 percent. : 

You must depreciate the improvement over its use- 
ful life, regardless of the above percentage tests. 
However, you and the lessor cease to be related per- 
sons during any taxable year, then for the immedi- 
ately following and subsequent taxable years during 
which you continue to be unrelated, you can determine 
the amortization period under the percentage test. 


Amortizing leasehold costs 


You amortize the costs of acquiring a lease over 
the term of the lease. However, if you have an option 


to renew, you must consider whether the renewal term 
is to be added to the original term. Here, as in the 
amortization of improvements, the law provides a per- 
centage test with several exceptions. 


Percentage test. 

The renewal term is added to the original term if 
less than 75 percent of the cost of the lease is at- 
tributed to the original term of the lease. 

For example, you pay $10,000 for a 20-year lease 
with two renewal options of five years each. 

You add the renewal terms if the cost attributed 
to the 20-year period is less than $7,500. You can 
rebut this presumption of renewal if you can prove 
you will probably not renew the lease. 

And, as is true in the amortization of improve- 
ments, your compliance with the percentage test is 
no guarantee that the Treasury will not attempt to 
add the renewal period. It can rebut the presumption 
that you will not renew by showing there is a reason- 
able certainty of your renewal. 

Where you are related to the landlord the Treasury 


Here is a check list of rental items you can deduct on your tax report 


Periodical rent payments. These are fully deducti- 
ble against income earned in the use of the 
rented premises. 


Advance rentals. You cannot deduct the entire 
amount of an advance rental in the year of its 
payment. This is true even if you are-on a cash 
basis. You deduct only that portion of the pay- 
ment attributed to the use of the property in the 
taxable year. 


Example: In June 1961, you sign a 
10-year lease calling for year rental 
payment of $2,000. You pay the first 
year’s rent on July 1, 1961. In your 
tax return for the calendar year, you 
can deduct only $1,000 (6/12 of 
$2,000). 


Security deposits. You can neither deduct nor 
amortize a security deposit over the term of the 
lease. The deposit may never be used for rent. 
If you forfeit the deposit, you can probably take 
a business expense loss in the year the forfeit 
occurs. However, if the deposit is applied to the 
last month’s rent, you take a rent deduction at 
that time. 


Payment of landlord’s expenses and taxes. Pay- 
ment of a landlord’s taxes and expenses are de- 
ducted as additional rent payments. However, if 
the landlord is a corporation and your corporation 
as a tenant is obligated to pay any part of the 
landiord’s federal income tax on the rent, follow 
these rules: If the lease was made before Jan. 1, 
1954, the tax payment cannot be deducted (nor 
taxed to the landlord). If the lease was made 


after that date, the rule is reversed. The tenant 
corporation may deduct the tax payment (and the 
landiord must include the payment as_ taxed 
income). 


Commissions, fees, premiums, or bonuses to ob- 
tain a lease. If the lease covers a period of more 
than one year, you deduct such payments over the 
life of the lease. Do this even if you are on a 
cash basis. 


Payment to cancel remaining term of lease. You 
get a full deduction for what you pay in the year 
of payment. 


Leasehold improvements. These are capital ex- 
penditures which you may write off over the life 
of the lease or the estimated life of the improve- 
ment, whichever is shorter. However, if the lease 
specifies that the improvements are in lieu of 
rent, the cost of the improvement is deductible 
as rent. 


Rent payments to a landlord who is also a stock- 
holder of your corporation. Unless the rental is 
reasonable, part of the deduction may be dis- 
allowed as disguised dividend payments. To sup- 
port the deduction, be prepared to show that the 
rental was determined in an arm’s length trans- 
action or is what would be charged by a disinter- 
ested landlord for similar property. 


Assessments for local improvements paid by you 
for the landlord. These must be amortized over 
the life of the lease. 
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regulations indicate that the Treasury will probably 
attempt to charge there is a reasonable certainty of 
renewal. 

However, your relationship to the landlord does 
not carry a penalty of an irrebutable presumption of 
renewal as is true under the rules applied to lease- 
hold improvements. 


When you cancel your lease 


You may have the following deductions when you 
cancel your lease: 


You pay cash to your landlord to cancel remaining 
term of your lease. 

You get a full deduction for what you pay the land- 
lord in the year you pay. 


You buy the property you occupy to get rid of a 
burdensome lease. 


‘ The courts disagree over the treatment of your pay- 
ment. One court says you get a deduction for the 
difference between what you paid and what the prop- 
erty is worth without a lease. The other court says 


that you get no deduction—that the entire cost is capi- 
tal expense. 


Your lease is cancelled and you still have unrecov- 
ered costs on improvements you made that now pass 
to the landlord. 

These costs that you have not yet recovered via 
depreciation or amortization are fully deductible in the 
year your lease is cancelled. 

You can also deduct the cost of restoring property 
owned by the landlord in the year the expenses are 
incurred. 

If your landlord pays you money to cancel your 
lease, your gain is taxed at capital gain rates—as if 
you had sold the lease. 


Should you sublet or assign your lease? 


Before making your decision, determine if the 
rental value of the premises is greater than or less 
than the rent required by your lease. 


If you can get more for the premises than what you 
are obligated to pay, try to assign the lease. 

You might base your price on the present value of 
the increased rental value during the remaining term 
of the lease. A-profit realized on the assignment is 
generally taxable at capital gain rates if you have 
held the lease for more than six months. 

But note: If your lease is a depreciable asset used 
in your business, your right to capital gain is affected 
by the disposition of other assets used in your busi- 
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ness. If you sublet rather than assign, your profit, as 
rentals are received over the remaining lease term, 
is taxable as ordinary income. Therefore, an assign- 
ment at capital gain rates is preferable to ordinary 
income realized on subletting. 

If your landlord is willing to pay you a bonus to 
cancel your lease, your profit is also taxable at capi- 
tal gain rates as if you had sold to a third party. 


If the present rental value is less than your primary 
rent obligation, try to negotiate a lease cancellation 
with your landlord in return for your payment of fixed 
sum. 

You can deduct the amount in the year it is paid. If 
you sublet to a third party at a loss, you have to 
spread the loss over the term of the sublease as rentals 
are received. 

Similarly, if you assign your lease and pay the as- 
signee an amount to compensate him for his assump- 
tion of the higher primary rent obligation, your 
payment is likewise spread over the remaining term 
of the lease. 

The above suggestions apply also to the profitable 
disposition of a lease on a personal apartment or 
residence. 

A bonus received on the eancellation or assignment 
of a personal lease is taxable at capital gain rates if 
the lease has been held for more than six months. 

Increased rents received on a sublease are taxable 
as ordinary income. 

As for losses, however, you cannot deduct the pay- 
ment of a bonus to a landlord in return for the can- 
cellation of a personal lease nor can-you deduct your 
payment to an assignee of your lease. But you can get 
a loss deduction on subletting your apartment for less 
rent than your primary rent obligation. Of course, 
your loss is spread over the period you receive the 
reduced rentals. 


Tax advantage of percentage leases 


A percentage lease provides for a rental based on 
the amount of income earned by the tenant occupying 
the property. 

As income goes up, so does rent. If income falls, 
the rent is decreased. 

From a tax point of view, the percentage lease is 
not as attractive to tenant corporations as it was be- 
fore the corporate tax rates were reduced in 1954. 
Before then, a $1,000 increase in rent cost a company 
in the 82 percent bracket $180. Today, a similar in- 
crease would cost a top bracket corporation $480. 

So from the tenant’s point of view, his increased 
rent expense in high income or tax rate years is 
substantially shared by the goyernment, since the rent 
expense is a deductible item: — —End 





irst step in a sale: solve 
our customer’s problem 


‘Most of our sales start with a customer who has a problem. We aim to solve 
that problem, and we go to extremes to do so. 

“T guess this makes us a service store, as opposed to being just a hardware 
store. We feel our future lies in helping the do-it-yourselfer and small contrac- 
tor save time and money.” 

This is Herb Henderson, Crest Hardware, Topeka, Kan., talking. His Quonset 
Hut-shaped store is not large. He hasn’t the room for big assortments in all 
hardlines. Some years back he had to decide where he was going to place his 
major effort. 

‘“‘We don’t try to offer large varieties,’ Mr. Henderson says. “Sure, we carry 
10 qt plastic buckets in the standard round shape. But we don’t attempt to show 
the tall ones, squat ones, squares, or a rainbow color assortment. 

‘“Decorator’s choices, as I see it, don’t come under the heading of service in a 
store like mine. 

“Take plumbing and electrical goods. Many, many stores don’t have complete 
assortments. They try to sell a $1.19 cord set instead of a new 25¢ plug and wire. 
The customer doesn’t count, only the dollar does. 

“This applies to many sections such as roofing supplies, and expensive tools. 


(Continued on page 75) 
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Solving the customer's problem is linked with displays of merchandise. Here are 


downspouts and eave troughs on display so salesman can point out types best 
suited to customer's home repair job. 
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PROBLEM: 


How to be competitive and profitable 


SOLUTION: 


Use modern store management tools 


Meeting competition these days is a rough job. There 


never seems to be enough time to talk with customers, to check on slow moving 


merchandise, to plan promotions, to control buying so inventory is 


in line with sales. Here is how one dealer tackled these headaches and cured them. 


A day is just 24 hours long in Heber, Utah, as it 
is in all other towns and cities. The problem for 
business men is to put into the work day all the 
things they want to do. 

At Anderson Hardware, on the main street of 
Heber, management has to squeeze its work into the 
few hours of the business day, as does management 
of other hardware stores. 

Struggling with this problem, the Heber Hardware 
people have found a tool that helps them pack more 
management into its day. The work gets done faster, 
better, with more time left for keeping in touch with 
customers on the selling floor, and for working on 
promotions. 

The tool that brought these benefits to Heber Hard- 
ware was provided by its principal wholesale sup- 
plier. 

These-are some of the other benefits, besides bet- 
ter use of time, that Heber Hardware gets from 
this tool: 

Better control of inventory. The amount of stock 
in the warehouse is being worked down. Inventory is 
getting more in line with sales volume. 

Better gross profit. Merchandise priced for profit, 
is another benefit. Reports on price changes are 
received regularly from the wholesaler. The store 
up-dates prices on existing inventory. Packing slips 
are sent by the wholesaler along with the merchan- 
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dise, showing net prices and also retail prices. Any- 
one in the store can put the merchandise on display, 
priced correctly. 

Better use of time spent in buying merchandise. 
Inventory is taken each month for accurate informa- 
tion on which to base placing orders. Counting of 
the stock is done swiftly. In most departments, 
stock is counted in an hour or less. In one of the 
largest departments, electrical, counting the stock 
takes only 1 to 1% hours. 

Better use of the selling area. A record of the 
sales activity of each item indicates the profit possi- 
bilities of each foot of display area. The spotlight 
has been put on slow movers. Capital that has been 
idle because it was tied up in slow movers is being 
put to work in merchandise that will move. 

The management tool bringing these benefits to 
Heber Hardware is the Basik Stok-Chek program of 
its supplier, The Salt Lake Hardware Co., wholesaler 
in Salt Lake City. 

The program gives the store control of its in- 
ventory, a display arrangement for the sales floor, a 
method of spotting sales activity to remove items 
that are not contributing to a better gross profit. 
These are the management techniques largely en- 
joyed by the big chains, but available to hardware 
stores regardless of the size of their sales volume. 

Managing a hardware store is not new to John A. 
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Anderson. He has owned, and operated Anderson 
Implement & Hardware for 54 years. Mr. Anderson 
recognizes a problem when he sees one. He knows 
that help can come from his supplier. 

Besides the hardware store, Mr. Anderson oper- 
ates an implement dealership, a feed mill, a coal 
yard, and a service station. The hardware store is 
completely separate from the other four enterprises. 
His daughter, Mrs. Pearl Johnson, and son-in-law 
Reg Tadd operate the hardware store. The store is 
in a 75x 100 ft building, in the center of the busi- 
ness district. A new, modern front was installed 
two years ago. 


PAINTS 


HOUSEWARES APPLIANCES 


New store front preceded re- 
arrangement of merchandise 
installation of stock control 
systems. 


Inventory control records are 
studied by Dealer John A. An- 
derson, seated, and Jerry John- 
son, Stok-Chek representative 


for The Salt Lake Hardware Co. 


Early in 1959 Mr. Anderson, in going over the oper- 
ation figures with Mrs. Johnson and Mr. Tadd, real- 
ized they had a serious problem. Operating profit 
was declining because of the ever-increasing cost of 
carrying inventory and the increasing cost of doing 
business. 

In seeking answers to their problem they looked at 
the different programs offered by their suppliers. 
After careful consideration, and checking with other 
retailers who were already using the program, they 
subscribed to The Salt Lake Hardware Co.’s Basik 
Stok-Chek program. 

They felt that this program offered the best an- 
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Problem: How to be competitive and 


profitable 
(Continued) 


swers to their problems as an inventory control sys- 
tem and as an effective tool to improve gross margins 
through the use of the Pricing for Profit formula. 

Mr. Anderson did a great deal of remodeling and 
painting while the program was being installed. It 
was an ideal time to do this as all the merchandise 
had to be rearranged to conform with the pattern 
and listing in the Stok-Chek books. The main ad- 
rantage in rearranging merchandise was in saving 
of time in checking the inventory. Additional benefits 
were eye appealing displays, plus increased sales 
through better merchandising. 

During this remodeling each department was 
painted a different color to complement the merchan- 
dise to be displayed in that particular department. 

Mrs. Johnson reports that since the store has been 
following the Basik Stok-Chek program, and check- 
ing each department once a month on a regular 
schedule, the store does a much better job of satisfy- 
ing customer demand for basic items. Fewer “outs” 
was an important factor in the store’s sales increase 
last year. 

Mrs. Johnson also points out that management now 
has more time for customer relations and promotions, 
since less time is spent in buying. 

Mr. Tadd reports that the store has greatly re- 
duced the warehouse stock and will continue to do so 
until the stock is in line with current sales figures. 
He further points out it has been a real eye opener 


to management to see the actual sales rate for each 
item. Many items that management had always 
thought were moving proved to be real duds. By the 
same token management has been surprised by the 
good movement on many other items. The store is 
working toward a gradual closing out of slow or no 
movement items. The money that has been idle is 
being invested in merchandise that will move. 

Mr. Anderson reports that they are beginning to 
see an increase in gross profit from following the 
Pricing for Profit formula. This is a built-in feature 
of the Stok-Chek program. An added and outstand- 
ing advantage of the system is that the store receives 
from The Salt Lake Hardware Co. each week price 
changes on all items illustrated in the Stok-Chek 
books. Management takes advantage of price in- 





How Basik Stok-Chek program helps 
dealers operate more profitable stores 

Basik Stok-Chek is an inventory control system 
based on documented facts: Salt Lake Hardware’s 
analysis of more than 13 million transactions, the ex- 
perience with 40,000 items calculated quarterly for 
12 years. 

The system gives dealers a measure of profitability 
of every foot of display space, permits dealers to 
delegate responsibility for checking and ordering to 
employees; enables dealers to spend more time on 
selling functions. 

Elements of the system are: Stok-Chek books on 
5000 basic hardware items, illustrated, with dealer 
costs and manufacturers’ suggested resale prices; a 
weekly report on price changes; a coding of items 
for more profitable markup. 


The housewares section stock is checked by Mrs. Pearl Johnson. 




















s 


Inventory is taken each month by Reg Tadd in hand tool section. 


creases by up-dating prices on existing inventory 
when regular scheduled inventory checking is made 
every 30 days. 

“The combination of these two features will play 





Dealer Anderson: A man active in industry, 
in a smaller market, with a big family 


The experience of Anderson Implement & Hardware 
with a supplier’s inventory control program shows 
that such management helps are useful to dealers in 
smaller communities. 

Heber, Utah, home of Anderson Hardware is a town 
of 3500 population. The trade area has a population 
of 6500. The main industry is dairying, supplying a 
large share of the milk for the Salt Lake City area. 
The area also has income from cattle, sheep, mining. 
Heber is noted for fine fishing and hunting. 

Mr. Anderson has been active in industry affairs. 
He is a past-president of the Intermountain Hardware 
& Implement Dealers Assn.; past-president of the Utah 
Retail Council, board member for the past 13 years; 
past-director of the National Retail Farm Equipment 
Assn., board member for the past 12 years. Last 
November, at age 74, Mr. Anderson ran for an elec- 
tive office. 

Mr. Anderson has a good business, just serving his 
family. Last Thanksgiving he rented the town as- 
sembly hall for the family dinner. Present were his 
6 children, 17 grandchildren, 23 great grandchildren. 
More than 50 pounds of turkey were served. 


an important part in increasing our gross profit 
while still insuring us being competitive on the fast 
moving items,” Mr. Anderson says. 

Mr. Tadd has been pleased that the packing slip 
now comes with the net price plus the retail price. 
Anyone can check merchandise in and price it with- 
out delay. Further, this method makes it possible to 
maintain uniform prices on all identical items in the 
store. 

Over the past 10 years, inventory had been climb- 
ing each year. Management has been able to halt 
this trend, by following the Stok-Chek inventory con- 
trol system, even with a sales increase of 6 percent 
during the first 11 months of 1960. This was accom- 
plished in spite of general business conditions being 
down in the store’s market area. 

“Our goal will be to continue to work toward free- 
ing the idle, dusty dollars from inventory, and put- 
ting them back into merchandise that will move,” Mr. 
Anderson comments. 

“This way, we can continue to grow and to show 
an increase in sales without increasing our invest- 
ment. This can be done best by faithfully following 
the Stok-Chek system to control inventory, as we nor- 
mally control accounts receivable through our re- 
ceivable ledger. This will give us a proven picture 
of the movement of our inventory as well as indicate 
the profitability of every square foot of display area 
in our store. 

“Our aim,” Mr. Anderson continued, “is to main- 


tain continuity of supply with a minimum invest- 
ment.” End. 
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Compact display: 


Big paint sales 


Here is how a dealer with no room to spare is 


getting big volume sales in paint with a 


*“we-aim-to-please’’ approach 


“You don’t need a lot of square 
tootage to make your paint depart- 
ment the biggest dollar producer 
in the store. 

“You do need a compact, logical 
layout; tight stock control, and a 
reputation for knowing your busi- 
ness,” says Frank Christensen. 

Mr. Christensen’s Frontier Hard- 
ware, in a year-old shopping center 
called Frontier Town, Scottsdale, 
Ariz., is not large. Its 2800 sq. ft. 
have to be figured down to the last 
inch for top productivity and profit. 

“That is why we think so highly 
of paint. 

“Of the five major departments 
here: hardware, paint, plumbing 
and electrical, housewares, and lawn 
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and garden, only hardware and 
housewares top paint in dollar vol- 
ume. 

“But paint and sundries take up 
less than 200 sq. ft. of floor space. 
This means that in terms of square 
footage, paint is my most profitable 
department,’ Mr. Christensen says. 
His wife and co-owner nods in 
agreement, though her natural di- 
rection is more toward housewares 
lines. 

Mr. Christensen built his own 
paint fixtures with an eye to com- 
pactness and adjustability. Each 
shelf is designed to hold a particu- 
lar size of can or product. Each 
shelf is kept full and neat. There 
can never be the impression that 


the paint department is small by 
any standard. 

Mr. Christensen keeps daily watch 
on the volume of his five major 
departments through an itemized 
cash register breakdown. It was 
this register report that led him 
to pay special attention to paint. 

Three other factors have helped 
make paint the surprising success 
it has been. They are: 

—Good lighting. 

—Product knowledge to guide do- 
it-yourselfers. 

—Sales promotion. 


Because of low canopies (under 
7 ft. high) that conceal fluorescent 
tubing, foot-candlepower is a high 
60-70 at eye level. This makes color 
cards and chips brighter and truer. 
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It draws attention to the depart- 
ment at the back of the store. 
Signs on and above the canopies 
catch shoppers’ eyes the moment 
they enter this store. 
“Practically all of our paint 
sales are to home owners, typical 
do-it-yourselfers rather than con- 
tractors. I do my best to give 
sound advice to these homemakers 
when they have technical problems. 
“Mrs. Christensen is my color- 
combination expert when decor is 
a customer’s problem. We both try 
to give the trade ideas about pre- 
paring surfaces, choosing proper 
materials and applying them cor- 
rectly. 
“Our ‘we aim to please’ type of 
service makes friends and repeat 
trade for paint and sundries. And 
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Mr. and Mrs. Christensen check a new color card. 


one satisfied customer tells another. 
“Word of mouth is good adver- 
tising,”’ Mr. Christensen says, “but 
we use two other promotions to 

bring in new and repeat trade. 
“First, we have promoted a give- 
away of a small can of paint. This 

is a natural for new customers. 
“Second, we distribute manufac- 
turers’ brochures in our trading 
area. During one sale week last 
spring, we circulated 5000 of these 
paint booklets to nearby residents. 
“I'd like to advertise more in 
newspapers, but the high cost hurts. 
“However, we feel that by giving 
customers good values, good-though- 
compact selection, and a high stan- 
dard of service we are advertising 
every day through every customer.” 
—End 
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Floor plan shows how a compact 
paint section is arranged to produce 
big volume. 
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Self service on a tractor? Why not! 


Self service sells power equipment 


By appealing to advanced craftsmen with wide stock selection. 


and room to handle power tools, a dealer finds a profitable 


new application for self service. 


Many dealers have learned that big ticket items 
can be sold by self service. 

If you have arbitrarily set limits on what lines 
can be sold by self service you may be running up 
sales expense. You may have more saleshelp than 
you need. You may have salesmen bothering customers 
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who would rather be left alone. 

“Not all customers are fledgling do-it-yourselfers,” 
says management of Winiewicz Hardware, Buffalo, 
| ae # 

“We have found that there are large numbers of 
mature craftsmen. Thev know what they want. They 
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Elbow room and side-by-side samples are keys to self 
service power tool volume. 


Maximum self-serve potential requires logical display 
arrangement of many-sized items such as hammers. 























would rather be left alone to make buying decisions.” 

The Winiewicz brothers recently opened a 12,000 
sq. ft. store. The store started with a conventional 
self-serve approach. Hand tools, and other small and 
inexpensive hardware were set up for customers to 
handle. Power equipment needed salesmanship, it 


was felt. 

“We finally realized there are many customers who 
don’t need or want help to buy power equipment,” 
the Winiewicz brothers agree. 

“Many of our customers are far removed from the 
novice class. 

“Such customers know a great deal about the 
mechanics of power tools. The new features and im- 
provements are explained in literature stacked along- 
side of samples. Real craftsmen will study these 
specification sheets to learn ‘what’s new’ as they heft 
display samples. 

“It works out like this. 

“You start with open displays, with all your tools 
in one section and plenty of room for customers to 
examine the merchandise. You tag each piece of equip- 
ment with a price ticket. 

“You try to concentrate a complete range of prices 
in each tool so the customer can select the price range 
and equipment that fits his pocketbook. Then you have 
floating salesmen on the floor who are to cover 
every department, including power, hand, and pre- 
cision tools. 

“Salesmen are trained to observe customers, to 
know customers who want help or advice or infor- 
mation, and those who don’t. There are those who 
want demonstrations, and those that have already 
seen the equipment in operation. 

“You don’t plug in any of the power equipment 
that’s on display. If you do you're inviting damage 
and accidents. You follow the policy of demonstrating 
only when one of the floating salesmen is present, 
so that he can instruct and sell at the same time.” 

The result is that a nominal percentage of cus- 
tomers will be sight-sold, without salesmen standing 
by and the displays will help instill interest in many 
other customers. It’s been demonstrated so at Winie- 
WI1CzZ. 

Before the new store was opened, most of the 
merchandise now carried was stocked, but shown 
under glass, from service counters. Lack of space 
prevented display of many big ticket items. 

Now, sales have spurted with very little more in- 
vestment in stock, just because the merchandise has 
been made accessible to customers. 

There’s no apparent limit to what items can be 
sight-sold. Management recently decided to experiment 
with an item that’s unusual in the average hardware 
store, a large tractor. 

This one tractor model commands about 100 sq. ft. 
of display area, rather a large amount of space. 
Three tractors were sold within one month of the 
first display with no special effort by salesmen. 

This dealer has proved that the scope of self service 
is determined by the local market. In an area where 
neighborhoods are settled and the customers are more 
mature, the need for constant guidance and product 
advice is not nearly as strong as it would be in a 
new neighborhood of young homemakers. 

The Winiewicz brothers say, “Learn to spot the 
customer in distress, and give him all the help and 
advice he needs. Also learn to recognize the competent 
craftsman who prefers to make his own decisions. 

—End 


HARDWARE AGE, January 26, 1961 © 49 





; % ‘ A - é 


Proprietor Harmon (left) has found profit, glamour, 
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and atmosphere in outboard motor merchandising. 


Can you sell marine hardware? 


It may be time for you to reappraise your outlook. With modern 


boat trailers, few dealers or customers are landlocked any more. 


Here are ideas from a dealer to help you shape your decision. 


Is your store too far from water 
to sell marine hardware or outboard 
motors? 

This is an interesting point these 
days, for the boat trailer has done 
for boats what the automobile did 
for travel. Distances have been 
whittled enormously by good roads 
and trailers. 

There aren’t many dealers so 
far from water that they can com- 
pletely ignore the profit potential 
of marine lines. 

How about you? 

Should you investigate marine 
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hardware possibilities? 

Should you try selling outboard 
motors and marine hardware? 

The answer is yes, according to 
Jerome Harmon, proprietor of Har- 
mon Hardware Co., Pell City, Ala. 

Briefly his reasons for handling 
outboards and marine hardware 
are: there is money in them, they 
add glamour to the store, they at- 
tract traffic for sporting goods in- 
cluding fishing tackle, and people 
today are buying more boats and 
motors than ever before. 

Mr. Harmon handles one brand 


of nationally advertised motors. 
He usually carries his own paper 
on. credit sales. He watches collec- 
tions very carefully, and conse- 
quently holds credit losses very 
low. He finds that customers come 
from a wider trade area to buy 
motors from him than most any 
other merchandise. 

“T suppose one of the enticements 
for a dealer to handle motors is 
nearby rivers, lakes and coasts 
suitable for boating,” says Mr. 
Harmon. 

“In our case we have much water 





nearby. Of course, people hitch 
trailers to their cars and haul 
their boats and motors for hun- 
dreds of miles to the water, so you 
find boat and motor owners most 
everywhere.” 

Mr. Harmon keeps a number of 
his outboards displayed on frames 
which easily can be rolled out front 
in fair weather. Others are dilis- 
played on special wooden horses. 
The motors excite the curiosity 
of a lot of passersby. 

That is what Mr. Harmon means 
by adding glamour to the store. 
Motors are out of the ordinary in 
public appeal, especially during the 
warmer months. 


What’s the market for boating? 


Conservative figures covering 
known ownership show that some 
40 million water enthusiasts use 
8% million boats regularly. That 
boils down to about 1000 partici- 
pants, and 212 boats for every 
hardware store. Thousands of un- 
registered boats, homemade or 
modernized older craft, are known 
to exist but are uncounted. 


“‘And sale of motors is not sea- 
sonal to the extent it once was,” 
Mr. Harmon says. 

“The reason I began handling 
motors,” says Mr. Harmon, “was 
that so many of my fishing and 
hunting customers were interested 
in them. About half of the fisher- 
men use boats, in addition to those 
who boat for pleasure. So I added 
outboards and find that it helps 
round out my sporting goods line.” 

Along with the motors Mr. Har- 
mon sells accessories including oil 
cans, propellers, lights, skiis and 
oars. He handles enough of this 
type of merchandise to give his 
store an atmosphere. 

The chief pitfall, according to 
Mr. Harmon, in selling outboards 
is overextending credit. He checks 
closely on that angle and watches 
payments to see that they are on 
time. He also requires that motors 
be insured, as an additional pro- 
tection to him as well as the owner. 
Beyond that he feels that outboard 
motors fit very nicely into a hard- 
ware stock, and are profitable to 
handle. © End 





Want traffic? Find a gun trader 


A dealer uses a gun collection as the focal point for 


a major window display to tie-in with city celebration. 


Antique American guns have a 
traffic appeal seldom equalled in 
hardware stores. You can put this 
fact to use, either on your own or 
as part of a joint sales event. 

Manager C. A. Evert, Millhouse 
Bros. Hardware, Galena, Ill., knows 
the worth of old guns. He used a 
large collection of weapons in his 
display windows to tie in with 
Galena’s annual Antique Days civic 
celebration recently. 

Galena’s event centers on guided 
tours of fine old homes, such as the 
former home of Gen. U. S. Grant. 
Tourists arrive by the thousands, 
and pay a fee to take the tours. 
Proceeds go to civic and church 
groups. 

Mr. Evert found it a relatively 
simple matter to persuade local gun 


collector Bob Shannon to loan his 
$5000 gun collection for a window 
display. Just about every town has 
some gun traders and collectors. 
You will find they will be happy and 
proud to loan their collections for 
display, providing credit is given 
and insurance covers any fire or 
theft contingency. 

As in the Millhouse display, 
small signs identifying guns and 
giving capsule histories further en- 
hance such a showing. 

Manager Evert figured that the 
bonus traffic in Galena could be 
traffic for his store with the old- 
gun tie-in. He was right. Pass- 
ersby in large numbers stopped, 
studied, and entered the store for a 
better look. Sales of modern guns, 
ammo, and hardware of all types 
improved noticeably. 


This ‘guns that won the West"’ display was traffic magic. 
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Buying Check List 


of new hardware items 


Keep up to date. Check these new items 


Each item in the following pages has a number above it. When 
you want more details about an item, just circle corresponding 
number on postcard on page 57, and mail 


Item 1 
Display holds 12 padlocks 


One-dozen padlocks are featured 
on this Slaymaker display card. 
Nine assortments are available, cov- 


(J 





ering a retail price range from 29¢ 
to 98¢ per padlock. The locks, each 
with two keys or combination rec- 
ord tag, are mounted on the sturdy 
four-color, 1014 x 15-in. card. Slay- 
maker Lock Co., Dept. HA, Lan- 
caster, Pa. 


Item 2 
Gutter, downspout repair kit 


This Duro-Plastic gutter and 
downspout repair kit is to repair 
holes and leaks with a self-solder- 
ing metal patch. Repair material 
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is easy to use and adheres to metal, 
wood, canvas, rubber and most 
plastics. Metal patch will not rust, 
rot or deteriorate. It can be sand- 
papered, painted and shaped to fit 
any contour. The kit contains 128 
sq in. of patch and 4-oz of solvent. 
Retail price is $1. Woodhill Chem- 
ical Corp., Dept. HA, 1390 E. 34th 
St., Cleveland 14. 


Item 3 
Cookware merchandising unit 


This Hallite cookware display 
unit gives an organized inventory 
control center, permits easy access 
to all products and cuts down the 
need for back-room stock. The 


larger unit, shown, is 4 x 10-ft x 
57-in. high and holds 110 units. A 
smaller size, 4 x 6-ft, holds 70 


or, 
eal «ch 


items. Wear-Ever Aluminum, Inc., 
Dept. HA, Wear-Ever Bldg., New 
Kensington, Pa. 


Item 4 
Hose accessories display 


Dealers who buy the complete 82- 
pieces in Melnor’s assortment No. 
160S get a three-sided revolving 
wire rack free. Included in the as- 
sortment are repair couplings, 
mender kits, Aqua Gun pistol type 
hose nozzles, shut-off valves, and 
dozens of the necessities for the 
home gardener. Each item is skin- 





Here is a quick Check 
List of items described 
in the following pages 


packed on colorful self-sell cards. 
Melnor Industries, Inc., Dept. HA, 
Moonachie, N. J. 


Item 5 
Pantryware line expanded 
This newly designed bread cab- 


inet is among the additions to the 
1961 Elegance pantryware line. It 


is offered in chromium, brass, cop- 
per and Vina-wood. The No. 698 
cabinet in chromium and Vina- 
wood retails for $9.95, and the 
brass and copper cabinet for 





Quick Index to Buying Check List 





[] Display holds 12 padlocks. . 

[] Gutter, downspout repair kit... . 
[] Cookware merchandizing unit 
Hose accessories display..... 
Pantryware line expanded. . 
Sugar and creamer set 

Glue counter merchandiser..... 
Marine brushes display 

Two counter displays 

Picnic table frame........ 
Lanolin-impregnated gloves 
Self-serve pulley rack... 

Guide for pilot holes... 

New grounding receptacle 
Spin casting reel display......... 
Five tool specials..... 

Kitchen hardware display 
Weather-proof lampholder 
Synthetic solid-braid rope... 


Clear lacquer for woodwork 


ooooooooooooo00000 


Display for batteries 


Improved lopping shear......... 
7-in. stall-proof drill 

Economy housewares items 
Lug-type drill press vise 

Potted plant bulbs 

Choice of flanges for pumps.... 
Low-bed utility trailer 

Roof kit display box 

Fish hook removing tool........ 
Portable radio line 

Portable electric sanders 
Extension-spout sprayer 

Western style revolver 

Foam vinyl garden hose 


Economy priced fixtures 


onoooooo0oooOo0oo00u00 


Convertible power mower......... 
[] 9-cup electrical percolator 

[] Nursery pen for animals...... 

[] Water conditioner line........... 
[] Lightweight chain saw............ 
[] Specially priced tools 

[] Stainless steel threshold.......... 





$10.98. Another item added to the 
line is an extra-large cake cover 
of seamless Vina-wood, fabricated 
by a new process and retails for 
$5.95. Kromex Corp., Dept. HA, 
880 E. 72nd St., Cleveland, Ohio. 


Item 6 
Sugar and creamer set 


Classic styling, stain-resistant 
and unbreakable are features of 
this Lustro-Ware sugar and cream- 
er set. Set is made of hi-density 


polyethylene for boil proof utility 
and rigidity and is styled to match 
Lustro-Ware boil-proof polyethyl- 
ene cups and saucers. The set will 
not chip or shatter and is safe in 
dishwashers. Available in satin 
white, yellow, pink, and aqua. Pack- 
aged set, CS-16, comes in box with 
mylar window for compact display 
on counter or shelf. Suggested re- 
tail is 69¢. Columbus Plastic Prod- 
ucts, Inc., Dept. HA, 1625 W. 
Mound St., Columbus 23, Ohio. 


Item 7 
Glue counter merchandiser 


This Duratite Glue Counter Mer- 
chandiser is offered with an initial 
order for Duratite White Glue, 
Household Cement, Contact Ce- 
ment, Liquid Solder and Porcelain 
Glaze. The offer features a free 
bonus supply of Duratite White 
Glue in a counter display carton. 
The merchandiser takes 2 sq ft of 
counter space. Retail value of the 
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BUYING CHECK LIST 


assortment, including bonus mer- 
chandise, is $47.76. Dealer pays 
$25.85 and makes $12.91 profit. Dap 
Inc., Dept. HA, 5304 Huberville 
Ave., Dayton 1, Ohio. 


ltem 8 
Marine brushes display 


Six sizes of Wooster Brush’s 
brass ferrule and black chip-proof 
handle brushes are organized on 





this self-sell merchandiser. It 
stands 16%%-in. high and requires 
only about 150 sq in. of counter 
space. It is also supplied with fit- 
tings for wall mounting. The dis- 
play is free with the purchase of 
an assortment of Yachtsman brush- 
es. Wooster Brush Co., Dept. HA, 
Wooster, Ohio. 


Item 9 
Two counter displays 


Two special counter display 
packs are offered, one for Life Lite 
Super 200 model and the other for 
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the Life Lite Galaxy model. Deal- 
ers buying Deal Pack DS-25 fea- 
turing four Super 200 flashlights 
retailing at $9.95 each will receive 
free one model CH-Auto charge 
adapter and will realize $17.80 
profit. The Galaxy Display Pack, 
DM-15, includes four Galaxy Life 
Lites with a retail value of $5.95 
each, and a free model CH-2 auto- 
charge adapter unit. Dealer cost 


scare we UE oe OE 
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for each pack is $15 with a profit 
of $11.80 on the total retail price 
of $26.80. Individual gold gift 
boxes are included in each order 
for every Life Lite and Adapter 
pack. Gulton Industries, Inc., Dept. 
HA, 212 Durham Ave., Metuchen, 
N. J. 


Item 10 
Picnic table frame 


This steel picnic table frame 
makes up into an 8-ft table, seat- 
ing 8 to 10 persons. The customer 
needs to buy only five pieces of 2 x 
10-in. lumber. The table is of non- 


WANT MORE DETAILS ON THESE ITEMS? JUST CIRCLE 


tip design and has turf protector 
discs on all legs. Frame is pre-cut 
and pre-drilled. All nuts and bolts 
are cadmium plated. Suggested re- 
tail is $12.96. John H. Graham & 
Co., Inc., Dept. HA, 105 Duane St., 
New York 8, N. Y. 


Item 11 
Lanolin-impregnated glove 


Brookville’s Glamor Gards, a 
new glove for women is made of 
tough, flexible vinyl with a soft 
lanolin - impregnated lisle lining. 
Gloves can be washed, or wiped 
clean with a damp cloth. They are 
a soft shade of green with a deli- 


cate white and gold leaf pattern. 
Glamor Gards are packaged in a 
cut-out box, marked with the retail 
price of $1.35. One size fits all 
wearers, from 5% to 8. Brookville 
Glove Co., Dept. HA, Brookville, 
Pa. 


Item 12 
Self serve pulley rack 


More than 93 percent of pulley 
replacement requirements can be 
filled from this self service mer- 
chandiser for V-belt pulleys. Selec- 
tion of quantities and sizes is based 
on Congress Drives market studies. 
The Super 60 merchandiser is 
made of heavy welded wire, for dis- 
play on shelf, wall, or counter. The 
merchandiser is offered with an as- 
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PULLEYS 


, s 


sortment of 60 pulleys in nine di- 
ameters in popular bore sizes. As- 
sortment is priced to yield more 
than 40 percent markup. Congress 
Drives Div., Tann Corp., Dept. HA, 
8750 E. Outer Drive, Detroit 34, 
Mich. 


Item 13 
Guide for pilot holes 


Here’s a drilling device which 
improves accuracy and appearance 
of hardware installations by cen- 
tering and drilling pilot holes for 
wood screws. The Center Sink Lo- 
cater tool centers itself in the 
countersunk holes and automatical- 
ly drills an accurate hole of proper 
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depth and diameter in the wood. 
The tool has a \4-in. shank and 
may be used with any conventional 
hand or power drill. Center Sink 
Locators are available in sets of 
three to retail for $3.95, and indi- 
vidually for $1.50. Norfolk Prod- 
ucts Corp., Dept. HA, Norfolk, 
Conn. 


Item 14 
New grounding receptacle 
This time-saving screwless 
grounding receptacle has several 
new features to speed up installa- 
tion. It is a screwless terminal de- 
vice with a two-circuit break off 
feature and has Speed Wire Rear 


insert 


Wiring, double wipe contacts, pat- 
ented side release and washer type 
plaster ears. The self tapping 
mounting screws are captive in 
bracket and there is provision for 
an extra ground screw. No. 880-BR 
is brown, No. 880-I1V is_ ivory. 
Slater Electric & Mfg. Co., Dept. 
HA, Glen Cove, N. Y. 


Item 15 
Spin casting reel display 


Seven spin casting reels, three 
different models, are offered in this 
Bronson counter and window dis- 


play. Included in the display, No. 
32, are three Savages, No. 910; 


two Classics, No. 920; and two 


Pilots, No. 925. One of the Savage 
reels is a bonus for the dealer. Dis- 
play is printed in five colors and 
comes complete with individual 
reel boxes. Dealer price is $47.82. 
Bronson Reel Co., Dept. HA, Bron- 
son, Mich. 


Item 16 
Five tool specials 


True Temper offers five top sell- 
ing tools at reduced prices for 
Hardware Week. The Al6 Rocket 
hammer, regularly $5.49, will re- 
tail for $4.29. The A35 Rocket prun- 


er, regularly $3.25, will retail for 
$2.49. The No. 22 grass shear, reg- 
ularly $3.25, will retail for $2.49. 
The No. SL22 heavy-duty lawn 
rake, regularly $3.98, will retail for 
$2.99. The AT85 Rocket hedge 
shear, regularly $6.95, will retail 
for $4.99. True Temper Corp., Dept. 
HA, 1623 Euclid Ave., Cleveland 
15, Ohio. 


Item 17 
Kitchen hardware display 

This Kitchen Jewelry display 
unit stresses the feminine appeal 


of the kitchen builders’ hardware. 
The unit incorporates hardware 
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merchandise and fashion illustra- 
tion. The oval shaped wall display 
is available with either alabaster 
white or ebony black background. 
Ajax Hardware Corp., Dept. HA, 
25 S. Ajax Ave., City of Industry, 
Calif. 


Item 18 
Weather-proof lampholder 

Bell Electric’s Portable Weather- 
proof Outlet Extension Cord is used 
for domestic or industrial illumina- 
tion, or as an electrical outlet. Unit 
consists of a lampholder, Saf-T- 


Lok weatherproof receptacle, box, 
ground spike and extension cord. 
The housing and ground spike are 


of one-piece solid aluminum. Cover 
plates have gaskets to keep out 
water, moisture, dust, and dirt. 
Available with choice of two or 
three-conductor SJT extension cord. 
Entire unit is finished in baked alu- 
minum enamel, with matching gray 
cord. Bell Electric Co., Dept. HA, 
5735 S. Claremont Ave., Chicago 36, 
Til. 


Item 19 
Synthetic solid-braid rope 


This multi-filament, solid-braid 
rope is made of polypropylene, ex- 
tremely tough and highly resistent 
to abrasion and weathering. Light 
enough to float on water, the rope 
is resistant to acids, alkalis, oils, 
gasoline, fungi, and other chemi- 
cals. The rope comes in 1%, 3/16, 
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YY, and 5/16 in. sizes, wound in 
spools and on a merchandising 
rack. Rack is less than 24 in. high 
and requires only 1 sq ft of floor or 
counter space. King Cotton Cord- 
age, Dept. HA, 105 Duane St., New 
York 8, N. Y. 


Item 20 
Clear lacquer for woodwork 


Minnlac clear lacquer is for use 
on furniture, cabinets, wall panel- 
ing and trim, inside or outside. The 
lacquer penetrates and seals in one 
coat. A second coat provides a na- 
tural soft-sheen finish without 
leaving a heavy look. A _ special 
additive, Utraviolet Absorber, pro- 
tects the wood from discoloration 
from aging and exposure to strong 
light. Spreading rate is up to 400 
sq ft per gallon, one coat, depend- 
ing on condition of surface. Avail- 
able in pints, quarts, and gallons. 
Minnesota Paints, Inc., Dept. HA, 
1101 Third Street South, Minneap- 
olis 25, Minn. 


Item 21 
Caulking, glazing sealer 


Here’s an architectural sealant, 
Rubber-Coat, which provides adhe- 
sion, durability and tensile strength 
in a ready-to-apply caulking and 
glazing material. Made from Du- 
Pont’s Hypalon, it is for positive 
sealing of modern construction 
such as curtain-wall architecture. 
Material is ultraviolet and ozone- 
resistant, as well as resistant to in- 
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dustrial fumes and atmospheres. 
Adheres to steel, glass, wood, mar- 
ble, aluminum, limestone, cement 
and canvas. It is packed in bulk and 
standard cartridges for knife or 
gun application. Available in white 
or gray. Wilbur & Williams Co., 
Inc., Dept. HA, Norwood, Mass. 


Item 22 
Improved lopping shear 


Rubber bumpers have been added 
to Village Blacksmith’s Deluxe 
P-11 Lopping Shear. The rubber 
bumper’s ability to absorb shock 
insures a continuing operating 
ease. In addition, furniture stained 


handles and gold plating add to the 
attractiveness of the tool. Sug- 
gested retail price is $4.95. Also 
available in 30-in. length, Model 
P-12. Village Blacksmith Div.., 
General Metals Corp., Dept. HA, 
Watertown, Wis. 


Item 23 
7-in. stall-proof drill 


Here’s a small stall-proof port- 
able electric drill. It is 7-in. long 
and weighs 3-lb. Model 33 drill 
has power and speed, 1200 rpm, to 
meet the drilling requirements of 

(Continued on page 62) 





FREE CHECK LIST SERVICE FOR HARDWARE AGE READERS 


Use this new, quick way to 


KEEP POSTED on 


NEW ITEMS AND NEW SELLING IDEAS 


These two easy steps will keep you up-to-date on latest information on new items, new 
merchandising ideas, special deals and other profit building information. 


As you read through this issue you will find numbers beneath all adver- 
tisements and with all items described in the Buying Check List. 


When you want more information on any of the items or ideas in the 
advertisements or in the Buying Check List, just circle the corresponding 
number on the Quick Check Postcard below, and mail. We pay the 


postage as a service to readers. Your request will be promptly passed 
on to the manufacturers involved. 


Print name and address carefully. This special Post Office Box address is for Quick Check Postcards 
only. Address all other mail to HARDWARE AGE, Chestnut & 56th Sts., Philadelphia 39, Penna. 
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HARDWARE AGE BUYING CHECK LIST 


A quick, easy way to keep up to date 


P Each issue of HARDWARE AGE contains hundreds of new profit 
making ideas on selling, merchandising, etc., as well as 


the largest listing of new items of any hardware magazine. 


> You must keep posted on these new ideas if you want to 
keep your store profitable. HARDWARE AGE makes it easy 


tor you to keep posted by using this Free Quick Check 
Postcard Service. 


P Circle the numbers on the card below that correspond 
with the numbers under the new items in this Buying 
Check List and under the advertisements. We will promptly 


forward your request to manufacturers and you will receive 
from them the latest information available. 


> Remember, with competition so strong, you must keep posted 
on everything that will help you do a better selling job. 
Be sure to also check with your wholesaler about new items. 


GET THE LATEST INFORMATION BY USING THIS POSTCARD. 
PRINT NAME AND ADDRESS CLEARLY AND MAIL TODAY 
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80,000,000 


a year market 


Get your share with 
the World’s fastest selling 
chain saaw— McCULLOCH! 


Here's the tool for your trade! Home owners, 
gardeners, farmers, builders, vacationers, anyone 
and everyone who spends time out of doors and 
time in your store is a ready customer for a light- 
weight McCulloch chain saw. This versatile power 
tool makes tough jobs easy... cuts firewood, clears 
weeds and brush, trims trees and hedgerows, digs 
holes, does hundreds of other jobs. And McCulloch 
means more profit for you because it’s the only pro- 
fessional quality chain saw at an economy price. 
Get your share of the multi-million dollar chain saw 
market by stocking the fastest selling chain saw on 
the market — McCulloch! 

Professional features, amass] 40°" 


economy price, high profit. ee 
with full 16” bar 





McCULLOCH PROFIT FACTORS! 


@® Number One in World Sales—a pref- 
erence you can’t beat. 


@ Increased discounts make it easier 
than ever to boost your profit margin on 
fast selling McCulloch products. 


McCulloch 


NUMBER ONE IN WORLD SALES 


McCulloch Corporation, Los Angeles + Marine Products Division (Scott Outboards), Minne- 


apolis » McCulloch of Canada, Ltd., Toronto - 


5-0605 


McCulloch International inc., Los Angeles 


LEADERSHIP THROUGH CREATIVE ENGINEERING 


@® Versatile McCulloch accessories add 
extra profit to every sale. 


@ New Super Pintail® chain is the best 
chain available and it’s exclusive with 
McCulloch dealers. 


@ McCulloch backs you with a national 


CHAIN 
SAWS 


Name 
Address 


City 


advertising campaign, a full dealer co-op 
advertising program, store displays and 
hard-selling product brochures. 


® McCulloch product line includes seven 
chain saw models, accessories, new 
Super Pintail chain and championship 
kart engines. 


McCULLOCH CORPORATION 


6101 W. Century Bivd., Dept. HA-5 
Los Angeles 45, California 


Pleas? send full information on the advantages and profit 
potential of a McCulloch dealership. 
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_ SHOPSMITH 





























your golden opportunity for sales 


It’s easy to Sell “Off the Shelf” 


Average $135 Profit Per Unit in just 5-minute Talk with Customer 


Hundreds of thousands of SHOPSMITHS have 
been sold by dealers who formerly said they 
had neither the space, nor the time, nor the 
technical knowledge to sell power tools. Here 
is a method to make “‘big ticket” sales with 
little more effort than it takes to sell a small 
shelf appliance. SHOPSMITH requires minimum 
sales facilities. You can easily make substantial 
profits on SHOPSMITH and SHOPSMITH acces- 


little as a $300 investment ... and a strictly 
non-technical sales pitch! 


The world’s best known multi-purpose tool, 
SHOPSMITH is a 9” saw, 12” sander, 34” lathe, 
16%” drill press and horizontal drill... 
all-in-one! 


SHOPSMITH builds traffic, commands attention 
. creates interest out of all proportion with 


sories with only a 2 x 6 foot sales space... 


9 BASIC WOODWORKING TOOLS IN ONE 
SPACE SAVING, MONEY SAVING UNIT! 


Each unit of this 2 x 6 foot complete workshop gives 
dealer a bigger tool, a truly better tool to sell. 


e 9" Table Saw . . . exceptional capacity, built-in 
accuracy! 


e 12” Disc Sander . . . big as most industrial sanders 
for professional finishing. 


e 34” Lathe... big capacity 1644” swing, plus ex- 
clusive Speed Dial ! 


e Horizontal Drill . . . unlimited capacity and per- 
forms doweling operations without jigs. 


e Vertical Drill . . . big capacity and ruggedness 
equalled only by heavy duty industrial drill presses. 


e Power Mount. . . allows attachment of jointer, 
bandsaw, jig saw, belt sander, compressor-sprayer. 
Assures repeat sales for extra profit! 





the small space it occupies. 


HERE’S THE PROMOTION 


.. a powerful, comprehensive sales making 
program for you... 


® Generous New Dealer discount. 


wher Shipment” Plan means low inventory 
. . quick turnover ! 


. Available only through selected, inaependent dealer 
franchises for sure profits ! 


® Powerful national advertising in Saturday Evening 
Post, True, Better Homes & Gardens, Popular 
Science, Popular Mechanics and Mechanix 
Illustrated. 


® T.V., Radio and Newspaper advertising nationally... 
liberal co-op and factory paid plans. 


* Exciting consumer incentive programs featured in 
national Yuba ads will increase traffic and stimulate 
sales in your store. 


IT COSTS NOTHING Just scribble ‘“‘SSHOPSMITH”’ on your letterhead 
—NOT EVEN A STAMP or postcard, air mail to us today . . . we'll send 


you information and a new air mail stamp im- 
TO GET THE DETAILS mediately! Address Dept. SHA-161. 











LIMITED NUMBER OF YUBA POWER PRODUCTS, INC. 


VALUABLE FRANCHISES 800 EVANS CINCINNATI ry OHIO 
AVAILABLE NOW A Subsidiary of YUBA CONSOLIDATED INDUSTRIES, INC. 
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Meet 

the mighty 

“MITEE” an 

exclusive NEW 

Wall Anchoring 
Device by Barrett, 
with a BIG, BIG 
Difference . . . This 
solid One-piece Cap 
makes news, and ends 
forever the problem of 
the Anchor splitting 
apart behind the wall. 
Moreover, its unique 
Hexagonal Head fits 
any standard Open-end 
Wrench or Long 

Nose Pliers. 


pt ia ae BR RE ST Ge pare es be geo as PT OER ais a Bestias see 
\ 


“MITEE” Wall Anchors with the BIG dif- 
ference are exclusive with Barrett, and 
available Carded or in Boxes in the pop- 
ular “4s and Xs" Short, and Long, sizes 
... Write, Wire or Call... 


iSarrett 


BARRETT SALES & MANUFACTURING CO.., INC. 


4200 WEST VICTORIA STREET, CHICAGO 26, ILLINOIS 
PHONE: INdependence 3-0781-2-3 


Want more facts? Circle 127, p. 57 
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Want more details? Circle 


(Continued from page 56) 


toughest materials. The tool has a 
capacity of %<-in. in steel, %4-in. in 
wood, and a full-load speed of 750 
rpm. It is equipped with geared 
chuck and key and a 6-ft lead cord. 
Has a blue silicone bonded finish. 
The tool is UL approved and has 
a suggested retail price of $21.95. 
Speedway Div., Thor Power Tool 
Co., Dept. HA, 1421 Barnsdale Rd.., 
LaGrange Park, Ill. 


Item 24 

Economy housewares items 
These distinctive housewares 

items are made of high heat, high 

impact plastic trimmed with gold 

anodized aluminum. The items in- 

clude (top) napkin holder, tumbler, 


shaker set; (middle) salad or serv- 
ing bowl; (bottom) butter dish, 
serving bowl. The items are avail- 
able in ivory, pink, yellow, or 
turquoise. The napkin holder also 
comes in clear plastic. They’re 
economy priced from 29¢ to $1. 
Prestige Hardware Corp., HA, Box 
2227, City of Industry, Calif. 





ltem number on page 57 


Item 25 
Lug-type drill press vise 

This lug-type Palmgren No. 120 
drill press vise is for light milling, 
drilling, tapping, grinding and as- 
sembly work. Vise has 1%%-in. jaw 


ii 


width, opens 1%-in. with remov- 
able ground steel jaw plates 1-in. 
deep. One plate is plain. The other 
is V-grooved horizontally and ver- 
tically for holding round work. 
Vise is machined of semi-steel rrey 
iron castings. Chicago Tool & 
Engineering Co., Dept. HA, 8383 
S. Chicago Ave., Chicago 17, Ill. 


Item 26 
Potted plant bulbs 


This Jiffy - Potted Bulb is for 
gardeners who wish to get a jump 
on spring planting by starting their 


f Wew 


JPY POTKES 


CALADIUM 


ABT WATED ase Whe of 


~ oe Py 

indoors. Available in cala- 
dium and begonia plant varieties. 
Bulbs are planted in energized 
Vermiculite, ready to grow. The 
plastic lid is used as a saucer to 
water the plant. In warm weather, 
plant can be left in the pot when 


bulbs 


Want more facts? 


placed in ground. Bulbs retail for 
39¢ each, and are packed 30 to a 
counter display carton. Cost to 
dealer is $7.80. Mandeville & King 
Co., Dept. HA, 1255 University 
Ave., Rochester, N. Y. 


Item 27 
Choice of flanges for pumps 


A choice of flanges for greater 
installer convenience is_ offered 
with all convertible pump models 
in the new Rapidayton jet line. 
One type of ejector package in- 


cludes the improved patented 
Quick-Connect flange, shown, 
which maintains a sure grip on 
various types of flexible plastic or 
steel pipe. Tait Mfg. Co., Dept. 
HA, 500 Webster St., Dayton, Olio 


Item 28 
Low-bed utility trailer 


The Carry-All Model A 
trailer has a load capacity of 800-lb. 
Its body is 80-in. long, 43-in. wide 
and 12-in. high. 
empty. Features include safety 
chains, steel frame, enamel finish, 
4-ply tires, built-in tail and direc- 
tional lights, tapered wheel bear- 
ings, and combination ramptail 


Circle 141, 


p. 57 > 


Stock...Display...Sell 


~ Magic 


America’s most complete 
line of 
quality repair products 


apverTiseD '™ 


The Saturday Evenin€ as seen in 


Better Homes 


and Gardens 


Want a line that sells fast 12 months 
a year? Then, Magic Home Repair Prod- 
ucts are for you! Colorful bubble cards 
sell on sight to a market that expands 
at least 10% each year. 


alyminum 


REPAIRS 
cvervTHING! 


aqic 
plastic 
alyminus 














800 | 


It weighs 190-lb | 


Magic. pre-sells your customers with ads in 
_ SATURDAY EVENING POST 
“BETTER HOMES & GARDENS 
HOUSE BEAUTIFUL, HOUSE & GARDEN 
MECHANIX ILLUSTRATED 
POPULAR MECHANICS and SUNSET 


“Loa HOME REPAIR 


FREE Magic 
Home Repair Center 
counter rack dis- 
plays complete stock 
of 12 different 
Magic bubble cards 
in less than 2 sq. ft. 


See yeur jobber today! 


g Magic 


In Canada — Bernard Marks & Co. Ltd., Toronto 


lron Cement Co., Inc. 
sc . Cleveland 28, Ohio 


> Caine Ave 


A. J. H. MacDonald Ltd., Vancouver 
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\ preven 
ROOF 
TROUBLE | 


gate. A larger model, A 1500, has Item 29 

a 1,500-lb capacity and is 96-in. Roof kit display box 

long, 60-in. wide and 12-in. high. Here’s a display box to merchan- 

Carry-All Trailers, Inc., Dept. HA, _ dise Smith-Gates’ Roof De-Icer Kit. 

Island Rd. & Eastwick Ave., Phil- The Roof Kits are to prevent for- Gp 
adelphia 42, Pa. mation of ice dams which cause oe ses eet semen 





water to back up sailor shingles 
and drip into the building. Kit con- 
sists of a 20, 40, or 80-ft length of 
electric Line-O-Heat, hooks, nails 
and instructions. Retail prices are 
$5.45, $8.65, and $15.45. Smith- 
Gates Corp., Dept. HA, Farming- 
ton, Conn. 


Sell the W S 
that help — 


sell themselves , Fish hook removing tool 


Dr. Stader’s Hookout fish hook 
Washers are one of Hardware’s | remover does not require a taut 
oldest staple items .. . called for | line to act as a guide in removing 
continually, profitable if moved in multiple hooked lures and swal- 
volume... but very little imagina- lowed hooks. The Hookout is 
tion has been used in helping the | 

Dealer sell them. 


You’d expect Wrought Washer, the 
world’s leading producer, to come 
up with a smart self-merchandis- 
ing package like Mil-Pac Twins. 
Yes, twin plastic tubes (red-topped, 
yellow-and-black holder) of lock 
washers and flat washers — two 
sales instead of one! 


Now you can merchandise washers 
to everyone who needs them... and 
everyone does ... from counter or 


rack, and keep them up front. Top- 
quality merchandise, the best- 
known brand name in the business 

. and a healthy profit on every 
sale. Stock up now. 


order from your jobber 


Ask your jobber to show you Wrought Wash- 
er’s other sales-minded packages; exclusive 
Klip-Pac, Assortments and Single Tubes, 
Standard Shelf Packs, Bulk Washer Containers. 


affed | WROUGHT 
a 4 WAS ER wre.co 


we. ad BAY STREET, MILWAUKEE 7, WIS. 
SHeridan 4-0771 © twx Mi 277 


WORLD'S LARGEST PRODUCER OF WASHERS 


Ww/1/6061 /HP 
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carded for wall or counter display 
and carries a lifetime guarantee of 
workmanship and material. Ard- 
more Specialties, Dept. HA, Ard- 
more, Pa. 


Item 31 
Portable radio line 


Prices have been reduced as much 
as 37% percent on models in the 
1961 line of Arvin portable radios. 
The 6-transistor miniature portable 
with earphone, battery and leather 
case will retail for $24.95. The com- 
parable 1960 Arvin model sold for 
$39.95. Other portables in the line 





include a 7-transistor miniature to 
retail at $29.95, a 7-transistor Full- 
Feature pocket portable to retail at 
$34.95, and an advanced version of 
Arvin’s 3-band model. The 3-band 
model was not reduced below its 
$100 retail price but now carries 19 
luxury features including a built-in 
international map and log book. 
Newest feature in some of the mod- 
els is a pop-in 9-volt battery which 
allows instant change because there 
are no wires or snaps to attach. 
Arvin Industries, Dept. HA, Colum- 
bus, Ind. 


Item 32 
Portable electric sanders 


This Black & Decker Deluxe belt 
sander is a heavy-duty unit for fast 
material removal and continuous 
service. Features include cog belt 
drive for quiet operation, lever ac- 
tion belt changer, tracking knob 
for fine adjustment of belt travel, 
and flush side for sanding close to 


vertical surfaces. Trigger switch 
has locking pin. Suggested retail 
price of the sander, catalog No. 
745, is $98. The sander can be 
equipped with a _ Dust-less Kit 
which attaches a flexible hose to 
any vacuum cleaner. Black & Deck- 
er Mfg. Co., Dept. HA, Towson, 
Md. 


Item 33 
Extension-spout sprayer 


This No. 223D Trombone slide- 
type sprayer has a 15 in. built-in 
extension that telescopes in or out 
of the sprayer. The extension makes 
it easier to reach plants near the 
ground or to spray upward for ef- 
fective coverage under leaves. The 
Trombone sprays with continuous 


pressure easily maintained by short 
pumping strokes. The Roto-Spray 
nozzle adjusts spray from fine to 
long range, up to 30 ft, and at vari- 
ous spray angles. H. D. Hudson 
Mfg. Co., Dept. HA, 589 E. Illinois 
St., Chicago, Ill. 


Item 34 
Western style revolver 


The Sidewinder Model 50 west- 
ern style revolver has a pushrod 
ejector, side loading port and gate, 








TOPS 
in fine 
BUILDERS’ 
HARDWARE 


A full line of quality 
hardware... door, sash, 
cabinet, screen, and 
specialties . .. a style, 


material and finish 
for every purpose. 


,-- you can count 
on SAFE for 


Flawless 
FINISH 


Prompt 
DELIVERY 
and 
Competitive 


PRICE 


SAFE PADLOCK and 
17 0.8. 2D R','s. 6. @ oem On OP 
Subsidiary of 
THE AMERICAN HARDWARE CORPORATION 
LANCASTER, PENNSYLVANIA 


Want more facts? Circle 130, p. 57 
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Want more details? Just circle item number on p. 57 


and fast-draw sights. The .22 cali- 
ber revolver has a wide hammer 
spur and American walnut grip. It 
also has a Flash Control cylinder 
for safer and more comfortable 
shooting. The Sidewinder retails 
at $35.95. Iver Johnson Arms & 
Cycle Works, Dept. HA, 109 River 
St., Fitchburg, Mass. 


Item 35 
Foam vinyl soaking hose 


Here’s a new type of garden 
soaking hose called Soak-N-Spray. 
It has a thick, tough foam wall 
made from polyviny! chloride resin. 
Thousands of tiny openings in the 
wall provide consistent, even seep- 


age along its entire length. The 
hose will not corrode, crack, split, 
rot or mildew. It is recommended 
for use on the surface or below 
ground. Available in 25-ft lengths 
to retail for $1.98, and 50-ft lengths 
to retail at $3.48, with fittings to 
attach to any standard garden hose. 
Shuford Mills, Inc., Dept. HA, 
Hickory, N. C. 
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Item 36 
Economy priced fixtures 


Here is one of Emerson-Impe- 
rial’s 19 new economy priced light- 
ing fixtures. The additions to Em- 


- 


erson-Imperial’s line include two 
pull-downs, two wall brackets, three 
kitchen drum fixtures, three hall 
lights, five bedroom fixtures, two 
bullet fixtures, one bathroom- 
kitchen fixture, one mirro - work 
area light. Emerson-Imperial, Div. 
of Emerson Electric Co., Dept. HA, 
8100 Florissant St., St. Louis 36, 
Mo. 


Item 37 
Convertible power mower 

A choice of walking or riding is 
offered with this Huski Converti- 
ble. The Huski is for lawn mowing, 
garden tilling, snow removal, and 
other outdoor jobs. Unit has 
414-hp engine with rewind starter, 
two forward speeds and reverse, 
and hitching facilities for a variety 
of powered and non-powered at- 


tachments. Walking handle and 
riding attachments are available. 
The Huski shown here is equipped 
with the walking handle with 
fingertip controls and a 30-in. reel 
mower attachment. Bolens Prod- 
ucts Div., Food Machinery & 
Chemical Corp., Dept. HA, Port 
Washington, Wis. 


Item 38 
9-cup electric percolator 

This 2-to-9 cup Chilton ware elec- 
tric percolator is spoutless and 
dripless. It has a polished alumi- 
num body with jet black cover, base 
and black plastic handle. The sealed 


heating element has a safety ther- 
mostat that prevents burn outs. It 
uses a standard size electric cord. 
Retails for about $4.95. Aluminum 
Specialty Co., Dept. HA, Mani- 
towoc, Wis. 


Item 39 
Nursery pen for animals 


The Walsh multi-purpose round 
Animal Nursery Pen can be used 
for farrowing pigs, confining lamb- 
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ing ewes, or as an individual calf 
pen. The pen is made of heavy-duty 
galvanized steel mesh. Steel mesh 
hinged door panel allows a 32-in. 














“Bethlehem nails ; 


of, For strength 
... economy 


. versatility 


drive straight and true. 


“You can’t beat Bethlehem nails at any price. They go in straight and easy— 
from first hit to last—and help me to do the job right.”’ 

Bethlehem nails can be ordered in a complete range of styles, sizes and finishes: 
bright, blued, cement-coated, and galvanized. They come in durable, easy-to- 
carry, 50-lb cartons. 

For speedy delivery of nails, staples, farm fence, steel fence posts, barbed wire, 
baling wire, merchant wire, and bolts and nuts, call your nearest Bethlehem office. 
Or check with your regular distributor. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


Export Soles: Bethlehem Stee! Export Corporation 


BETHLEHEM STEEL 


Want more facts? Circle 131, p. 57 











BUYING CHECK LIST 


Want more details? Just circle item number on p. 57 


opening and swings inward from 
either side. Height of the steel 
mesh panels from the floor is ad- 
justable from 9-in. upwards in 2-in. 
increments. Pen is available in 
standard size with 68-in. diameter 
and large size with 74-in. diameter. 
Walsh Mfg. Co., Dept. HA, Charles 
City, Iowa. 


Item 40 
Water conditioner line 


F. E. Myers’ Olympian water 
conditioner line includes water soft- 
eners, filters, and neutralizers. 
Four basic water softeners include 
fully - automatic, semi - automatic, 
manual, and economy models with 
capacity ranges from 15,700 to 





LOW COST 


VENTED CANS 


EXCLUSIVELY FROM EDWARD CAN 


e Fast-selling quality “vented” cans at “‘non- 
vented” prices. 

e Exclusive patented Flip-Cap Vent assures 
fast pouring, smooth, even flow. 


e Attractive new styling provides eye-catching 
sales appeal. 


Flip-Cap Vent. Finest action vent 
flips open . 


Snaps shut, can't be lost or mislaid, is GUARANTEED 


LEAK-PROOF and is ICC Approved. Made of rugged, durable plastic 
for lifetime service, Flip-Cap vents are available on almost every can in 
the Edward line. AND, at a cost so low you can sell these fast-pouring 
= vented cans at practically the same price as non-vented cans. 


There's an Edward Can for every purse and purpose. 
Write for complete new catalog today. 


Edward CAN COMPANY 


6260 North Northwest Highway, Chicago 21, Ill. 
Want more facts? Circle 132, p. 57 


68 © HARDWARE AGE, January 26, 1961 





55,000 grains. Filters include neu- 
tralizers, iron and sulphur filters, 
taste, odor and sand filters. All 
units have a distribution system 
designed to reduce pressure drop 
during regeneration, and baked-on, 
epoxy protected heavy gauge steel 
tank. Units have been tested and 
validated by the Water Condition- 
ing Foundation. F. E. Myers & 
Bro. Co., Dept. HA, Ashland, Ohio. 


Item 41 


Lightweight chain saw 

The Super Logger chain saw is 
lightweight, for continuous use. It 
features a powerful 5.8 cu in. dis- 


placement engine. The Super Logger 
has a power balanced design, and 
may be operated in all positions. 
Lancaster Pump & Mfg. Co., Dept. 
HA, Lancaster, Pa. 


Item 42 
Specially priced tools 


Screwdrivers with high carbon 
steel bars and bolster construction 
will be offered by Stanley at spe- 
cial prices for Hardware Week. 
The screwdrivers (shown) with 
palm-fit handles will retail for 39¢ 
each instead of the regular retail 
price of co each. Dealer price for 





50 screwdrivers in a counter dis- 
play (No. HW 4061) is $13. A new 
utility knife is also offered. It has 
two-way blade for use as a knife 
or scraper. Four blades and blade 
guard stored in a streamlined alu- 
minum die-cast handle. Regularly 
priced at $1 each, the knife will 
carry a special price of 89¢ for the 
promotion. Dealer cost is 59¢. 
Stanley Tools, Div. of Stanley 
Works, Dept. HA, New Britain, 
Conn. 


Correction 


The illustrations for Item 35 on 
page 43 of the Dec. 15 issue and 
Item 12 on page 74 of the Dec. 29 
issue were reversed. The new tools 
shown here, by Red Devil Tools, 
Union, N. J., are: top, Combination 
painter’s tool and bottom, Single- 
edge razor knife. 


Item 43 
Stainless steel threshold 

United Industries’ stainless steel 
threshold is pre-notched for 


speedy, economical installation. Its 
vinyl seal has double dust caps to 


keep out dirt and moisture. The 
seal snaps into retaining channels 
and will not pull out under heavy 
use. Screws are concealed under 
the vinyl seal, leaving a smooth, 
clean surface. Each leg has a pres- 
sure seal of stainless steel that 
needs no caulking or inserts. Priced 
competitively, and comes packed in 
a transparent sleeve complete with 
screws and instructions. United 
Industries, Inc., Dept HA, 321 S. 
LaSalle St., Chicago 4, Ill. 








Puritan ¢ 


PUTS 600 FEET OF 


HIGH PROFIT 
ROPE 


in a space just 


7x10 Inches 





Custom Vendor #60 


The rope that’s right for ALL 
power mowers and outboard mofors. 


Complete braided nylon department, the Custom Vendor 
rack is packed complete with 200 ft. each of No. 5, No. 5 


and No. 6 Solid Braided nylon 


. Ideal for outboards, power 


mowers, for use as starter cords, trot lines, top and bottom 
net lines, hoop net lines, light anchor and mooring line, decor 


cord, fish stringers, outrigging 


and many other uses. Also 


available are the Custom Vendor #30 (holds sizes 312, 4 
and 4% nylon braid) and the #90 (holds sizes 6, 8 and 10 


nylon braid). You get 


40°% PROFIT PLUS 


[a 


PURITAN 


Louisville, Ken 


100% CUSTOMER SATISFACTION! 


CORDAGE MILLS, INC. 


tucky 


World's largest variety of cord 
Want more facts? Circle 133, p. 57 
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THE ALL NEW 


hetlan 


SWEEPER VAC 


LIGHTWEIGHT VACUUM 


with disposable paper bags 


CLEANER 


Women are tired of heavy, bulky, hard 
to maneuver appliances. Today the 
trend is to lightness in vacuum cleaners 
as it is in everything else. Modern-day 
homemakers, conditioned to compact- 
ness and simplicity-of-operation, want 
a vacuum cleaner that is always avail- 





able for instant use—that zips through 
its work effortlessly—that gives top- 
notch cleaning results. Like this easy- 
to-use Shetland SWEEPER VAC! 
With the Sweeper Vac, it is only neces- 
sary to plug it in, flick the switch, and 
guide it about its business. 





























HANDS NEED NEVER TOUCH DIRT 


GLIDES EASILY OVER DEEPEST 


GOES ANYWHERE IN THE HOUSE 


. « « Entire Dust Container 
detaches for easy emptying 
and han never touch dirt 
either with or without dis- 
posable paper bags. 


PILE RUGS .. . Four wide 
rollers give easy-glide ac- 
tion and speed up vacuurn- 
ing of all types of rugs and 
carpets. 


WITH ONE-HAND EASE ... 
Upstairs, downstairs — even 
on the stairs— for a quick, 
daily tidy-up or a _ regular 
deep-down weekly vacuum- 
ing. 


and there’s more ! 





* POWER-FULL FOR DEEP CLEANING ¢ DISPOSABLE PAPER BAGS 
* EASY 4-ROLLER GLIDE ACTION * SWIVEL-NOZZLE FOR 
* FEATHER-LIGHT FOR QUICK TIDY-UPS HARD-TO-CLEAN PLACES 


SHETLAND SWEEPER VAC 


MODEL 706 - 110 Volt AC 95 
retails at only 


Shetland 
FINE FLOOR and RUG APPLIANCES 


PRODUCTS OF 


ALSO 
SEE THE 


Shetland Floor-Washing 
Sweeper Vac — 
vacuums rugs, washes 
and rinses floors, 

picks up the water 
automatically and 

dries floors... 

retails at only $49.95 





SHETLAND HOME CARE INSTITUTE 
Shetland Industrial Park 
Salem, Massachusetts 


= 





& 


facts? Circle 134, p. 57 
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Bei oir ara little things are so important! 


A wide, deep assortment of spe- 
clalty light bulbs has helped 
brighten the profit picture con- 
siderably at Seattle (Wash.) Paint 
& Hardware. 

“Specialty bulbs are fast turn- 
over items, and we have the busi- 
ness mostly to ourselves,” says gen- 
eral manager Ray Porter. “The 
supers and disconnecters scarcely 
have room to stock assortments. 

“Bulbs are quite profitable to us. 
In our main store (we have three 
stores) we have just 2000 sq ft of 
display space, and we will sell $350 
worth of bulbs in a busy month. 
Even at low ebb, we'll sell $150 
worth of bulbs a month. Our profit 
runs about 38 percent,’”’ Mr. Porter 
Says. 

Seattle Paint & Hardware built 
this volume through getting a repu- 
tation for stocking some 50 varie- 
ties of bulbs, in depth. These vary 
from 8-96 watts in the fluorescent 
line, and from 3-500 watts in in- 


candescent bulbs. In addition, there #50 sions eaitilies 
are heat and sunlamps, floodlamps, 


etc. 
With limited display area, man- BIG PROFITS GROW | 
ager Porter built an “A” shaped e 


| by at ae In your home... and in your business 
it’s often “the little things” that are im- 
portantly BIG. 


Consider YOUR store. Isn’t it little #10° COAT & HAT HOOK 
items — the nuts, the bolts, the screws 3° projection. 

; the coat and hat hooks, the sash 
fasteners, the sash lifts, the flush pulls 
and OTHER LOW-COST-FAST-TURN- 
OVER items that add up to a BIG part 
of your profits? #142 TUTCH LATCH opens 
That’s why the WESSEL line of little and closes with a touch 
specialties is important to you; definitely 
worth featuring as well as stocking. Low 
cost; fast turnover; good mark-up — plus 
the VALUE and the QUALITY that 
customers appreciate. 


TO-DAY have your jobber’s salesman 
show you the WESSEL line of impor- 


tant “little things” that help you make #144 MAGNETIC CATCH 
BIG profits! powerful permanent magnet, 


Tocsakves 
WESSEL HARDWARE CORPORATION 
919-931 WN. Sth St. Phila. 23, Pa. 





_" 











spot display of perforated paneling. | 

This gives enough space to show | in Canada: Geo. S. Hall Co., 25 Grenvilla St., Toronto 1 
. | York 

one each of the various bulbs. Export: Hall & Reis, Inc., 165 Broadway, New York 6 


Backup stock is nearby, in a | , 
lighted area of the stockroom. Cus- | 
tomers often help themselves from | 
this stock. | 
HAE-WHC. 3260 
Want more facts? Circle 135, p. 57 > ARDWARE 





VALUED FOR 


Effective 
Adveriising 


“= =. 
Sr 


Sa Se 


Dealers and wholesalers everywhere enjoy fast turn- 
over and good profits on TM Chain. Effective and con- 
sistent national advertising ...up-to-the-minute 
packaging ... unique sales helps, are the reasons. In- 
vestigate Taylor's easier way to chain profits. Call your 
wholesaler or write today. 


Proof Coil, BBB, Machine, and Coil Chain e Log Chains e Utility 


Chains e Animal Chains e All types of Weldiess and Stamped 
Chain e A full line of chain fittings and attachments. i 
BBB 4 | TM Chain 
Proof Coil in Salesmaker 
Tay-Pails _ 


aa y A © r SS Distinctive 
Se) cass: 
ade 


CHAIN * 
1873 


Want more facts? Circle 136, p. 57 
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Specia! Items 
in Poly Bags 


Hammond, Indiana 





S.G. TAYLOR CHAIN CO.., Inc. 





Book¢ 


for a dealer's library 





“Better Homes & Gardens Paint 
and Wallpaper Sales Program” 
gives dealers decorating  back- 
ground to sell idea-seeking, mod- 
ern homemakers. This informal 
training plan is flexible and loaded 
with self-help ideas. The program 
may be used to train one man or 
a group of salesmen. The program 
is built around BH&G’s film “Color 
Ideas,” the “Decorating Ideas 
Book,”’ and the “Home Furnishings 
Ideas Annual.” Coordinating these 
materials is a 58-page “Ideas to 
Help You Sell Paint and Wallpa- 
per” sales manual. This covers 
creative selling, color, and basic 
salesmanship. The complete pro- 
gram package contains “Color 
Ideas” filmstrip, two BH&G “Deco- 
rating Ideas Books,” two BH&G 
“Home Furnishings Ideas An- 
nuals,” two one-year subscriptions 
to BH&G, and two “Ideas to Help 
You Sell” sales manuals. Avail- 
able from: Retail Paint and Wall- 
paper Distributors of America, 
8131 Delmar Blvd., St. Louis 30, 
Mo. Cost: $34.50. 


“Digest of 1960-61 Waterfowl 
Hunting Regulations” will help you 
sell guns and ammunition through 
a better knowledge of rules as they 
apply locally. This pamphlet will be 
of great interest to every hunter 
who frequents your store. This is 
the first Digest to be published. It 
supplements “Migratory Bird Reg- 
ulations 1960-61.’’ The shirt-pocket 
size Digest contains complete in- 
formation on regulations issued by 
the Bureau of Sports Fisheries and 
Wildlife. It gives seasons, shooting 
hours, and bag and possession lim- 
its for each state. Equipment such 
as snares, traps, electronic calls, 
etc., is fully explained for all regu- 
lations. Available from regional of- 
fices of Bureau of Sports Fisheries 
and Wildlife. Pages: 10. 









































Any kind of hardware you’re shipping—from nuts 
and bolts on up—gets where it’s going faster on 
Greyhound Package Express. Shipments going hun- 
dreds of miles can arrive the same day they’re sent! 


Whatever the destination of your shipment, chances 
are, a Greyhound is going there anyway...right to 
the center of town. Greyhound travels over a million 
miles a day! No other public transportation goes to 
so many places—so often. 


You can ship anytime. Your packeges go on regular 
Greyhound passenger buses. Greyhound Package 
Express operates twenty-four hours a day...seven 
days a week...including weekends and holidays. 
What’s more, you can send C.O.D., Collect, Prepaid 
...Or open a charge account. 
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CALL YOUR LOCAL GREYHOUND 
BUS TERMINAL TODAY...OR MAIL 
THIS CONVENIENT COUPON TO: 


GREYHOUND PACKAGE EXPRESS 
Dept. Al0, 140 S. Dearborn St., Chicago 3, Illinois 
Gentlemen: Please send us complete information on Greyhound 


Package Express service...including rates and routes. We 
understand that our company assumes no cost or obligation. 


NAME_ —— | Ree 
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IT’S THERE IN HOURS...AND COSTS YOU LESS! 


Went more facts? Circle 137, p. 57 
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Spring Special ! 
Reg. *6“* Soldering Gun 


The value leader in soldering guns 
is even a greater value at this spe- 
cial low price. But sales-packed 


features remain the same. Instant 
heat. Prefocused spotlight. De- 
signed for perfect balance and 
comfort in the hand. Long life cop- 


per, iron-plated tip for maximum 
heat transfer. Featured inthe IRHA 
Hardware Week Promotion, includ- 
ing Saturday Evening Post. 


LIST 
MODEL 8100B 


Spring advertising on Weller Tools will reach 80 million people! 











bhe Sats 


WI yas” 1 MECHANIX POPULAR | | POPULAR | SUNDAY NEWSPAPER 
LLUGTRATED | | MECHANICS | | SCIENCE | | __ suppcemenrs 


April 22 February and March issue. February and | March 19 and 
Hardware week, March issues. April issues. April 30. 





























Be ready to cash in! Order now from your Weller Wholesaler ! ? 


Dua! Heat Heavy Duty Heavy Dut Power 

Soldering 95 Selsering $19% Soldering $14°° p pander $13*° — qe 
and Polisher 

Model 8200K LIST = Model 8250A LIST Model 8250AK LIST = "Model 700 LIST Model 800 LIST 


WELLER ELECTRIC CORP, °% S%2,crcpsins Poms 


Want more facts? Circle 138, p. 57 
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First step in a sale: 


solve customer’s problem 
(Continued from page 41) 


I’d just as soon rent a man a tool 
he only will need once or twice for 
$1 than try to make him spend $20 
for a purchase. My trade knows 
this, and it is a source of much 
good will,” Mr. Henderson says. 

“Roofing, plumbing, and_ elec- 
trical items take up a lot of space 
the way most dealers show them. 
Here we keep samples of each item, 
well identified for price and size, 
on permanent display. When a sale 
is made, we fill the order from the 
stockroom. All such displays are 
clearly marked for quick buying 
decisions, whether the customer is 
a novice or professional crafts- 
man. 

“‘How to fix is a constant query 
in a good service store. We are ex- 
pected to know the answers, and 
we usually do. 

“We encourage customers. to 
bring in damaged parts or items. 
We let them work, with all basic 
tools at hand, on our ‘fix-it-your- 
self’ work bench. We’d rather let 
a do-it-yourselfer struggle with a 
soldering job for 30 minutes, than 
do it ourselves in three minutes. 
We guide these people, but we try 
to let them have the pride of fin- 
ishing the job themselves. 

“Naturally, there are lots of 25 
and 50¢ sales in a real service 
store. But these people keep com- 
ing back for wide assortments of 
hardware. And in between the 
nickel-and-dime sales, we have lots 
of regular trade that likes to help 
itself in the familiar surroundings 
of our store. 

“While I’m showing a young 
home owner how to fix a ballcock 
assembly, one of my small contrac- 
tor customers may walk in, pick 
up several ballcocks, and leave the 
money on my register. 

“Professional craftsmen know 
they can buy those ballcock assem- 
blies cheaper downtown, but their 
time is valuable. Also, they seem 
to like doing business with me,” 
Mr. Henderson says. 

“Too many dealers think that 
they can hire schoolboys as satis- 
factory salesmen for busy days. 
This would never work in my 
store,” Mr. Henderson says. —End 




















Why have so many building supply and hardware dealers tagged Griffin 
as “A Good Line to Handle?” 


Because Griffin makes a product builders and architects respect; be- 
cause Griffin offers a complete line of hinges, straps, “t’”’-hinges, brackets 
and braces; because Griffin prices its product to offer the distributor a 
good profit margin; because Griffin service is exceptionally quick and 
dependable. Write today for complete information and the name of 
your nearest distributor. Griffin Manufacturing Company, 1515 Cherry 





‘Street, Dept. 20, Erie, Pennsylvania. GRIFFIN HINGES 
Want more facts? Circle 139, p. 57 
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Individually labeled balls 


ALL PURPOSE COTTON 


ART. 533 


AVAILABLE IN A VARIETY 
OF PLYS AND PUT-UPS 


1 ib. skeins—6 thru 72 ply 
Put-up in 5 Ib. pkgs. 


2 oz. balis-6 thru 24 ply 
Put-up in 5 Ib. pkgs. 


4 oz. balis-—6 thru 48 ply 
Put-up in 5 ib. pkgs, 


Each bail labeled 
as to weight, 
ply, feet per ball. 


6 oz. bails-6thru 72 ply only [WAM SEINE CORD is labeled for 


Put-up in 5 Ib. pkgs. 


1 ib. balis—18 thru 72 ply 
Sold in bulk 


Put your confidence in 
the QUALITY LINE... 


Viny! Weather Stripping Mop Heads 

Weood Glue Wrapping Twines 
Braided Nylon Line Kitchen Lines 

Seine Twines Express Twines 
Seine Cords Chalk Lines 

Trot Lines Parcel Post Twines 
Staging Polished india Twines 
Venetian Blind Cord Piastic Clothes Lines 
Sash Cords Jute Twine 

Ciothes Lines Nylon Casting Lines 
Mason Lines Manila Ropes 

Fishing Lines Masking Tape 
Starter Rope Freezer Tape 

Jump Rope Polyethylene Ropes 


you and your customers identification 


Orders of $75.00 or more, freight 
prepaid. Orders of less than $30.00 

f. o. b. Mill, Lawndale, N. C., Van Nuys, 
Calif., Marietta, Minnesota, Dallas, Texas, 
or Waynetown, Ind. Orders of $30.00 to 
$75.00 freight allowed to $1.00 per cwt. 
Freight prepaid does not include extra 
charges incurred outside carrier’s 
regular zone of delivery. 


a 
corsousveo ers GHeVEland Mills Company ....00... 


14346 Bessemer: : Van Nuys, Ca ® WN 
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Freewood Drive, Dallas 20, Texas @ Waynetown, 
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Convention Calendar 





conventions 


shows 


conferences 








January 


27-29 


29 
29-30 


29-30 
29-31 
29-31 
29-31 
29-31 


30-31 


5-6 
5-6 
5-7 
5-8 
6-7 


7-9 


12-13 
12-13 
12-14 





Convention Check List 





For complete details about the conventions and shows listed below, see the 


alphabetical listing starting on p. 115, Jan. 12 issue. The next 
complete listing will be in Feb. 9 issue. 


Oklahoma Hardware & 
Assn., Oklahoma 


Imple- 


City, 


Okla. 
27-30 \\linois Retail Hardware Assn.., 


Honolulu, Hawaii. 
S. Federbush Co., Spring Show- 
case, Lodi, N. J. 

Frankfurth Hardware Co., M:r- 
chandise Clinic & Show, Mil- 
waukee, Wis. 

Louisiana - Mississippi Retail 
Hardwore Assn., Jackson, Miss. 
Indiana Retail Hardware Assn. 
Indianapolis. 

North Coast Retail Hardware 
Assn., Inc., Seattle, Wash. 
Geo. C. Wetherbee & Co.. 
Dealer Show, Detroit, Mich. 
Wisco Hardware Co., Mer- 
chandising School & Sales 
Show, Madison, Wis. 
American Hardware 
Co., Merchandise Fair, 


burgh. 


Supply 
Pitts- 


February 


Nebraska Retail 
Assn., Lincoln, Nebr. 
Tennessee Retail Hardware 
Assn., Nashville, Tenn. 
Virginia Retail Hardware Assn. 
Roanoke, Va. 

Ohio Hardware Assn., 
land, Ohio. 

Wisconsin Retail Hardware 
Assn., Milwaukee, Wis. 

C. Y. Schelly & Bros., Inc., An- 
nual Spring Show, Fairgrounds, 
Allentown, Pa. 
Connecticut Hardware 
Hartford, Conn. 
Home Improvement 
Show, New York, N. Y. 
E. Rabinowe & Co., 
Spring Open House. 
N. Y 


Hardware 


Cleve- 


Assn.., 
Products 


Annual 
Yonkers 


Arkansas’ Retail Hardware 
Assn., Little Rock, Ark. 
Tri-State Hardwore & Imple- 
ment Assn., Amarillo, Texas . 
Kentucky Retail Hardware 
Assn., Louisville, Ky. 


12-14 
12-14 


12-15 
12-15 
15-16 
19-20 


19-21 
19-21 


19-21 
20-22 


21-23 
21-23 
26-28 


27 to 
Mar. | 


March 
5 
7-9 
26-28 
April 
16-19 
19-21 


May 
23-25 


Michigan _— Retail 
Assn., Detroit. 
Western States Hardware. 
Housewares Show, San Fran- 
Cisco. 

lowa Retail Hardware 
Des Moines, lowa. 

Our Own Hardware Co., Spring 
Convention, Minneapolis. 
Piedmont Hardware Co., Gen- 
eral Trade Show, Danville, Va. 
Oklahoma Hardware Co., An- 
nual Spring Market, Oklahoma 
City, Okla. 

New England Hardware Deal- 
ers Assn., Boston. 

Northern Wholesale Hardware 
Co., Annual Convention & Mer- 
chandise Show, Portland, Ore. 
West Coast Hardware & 
Housewares Show, Los Angeles 
Western Retail Implement & 
Hardware Assn., Kansas City, 


Hardwore 


Assn., 


Mo. 

Albany Hardware Co., Annual 
Hardware Show, Albany, Ga. 
Hardwore Assn. of the Caro- 
linas, Charlotte, N. C. 

West Virginia Hardware Assn.., 
Huntington, W. Va. 

New York State Retail Hard- 
ware Assn., Syracuse, N. Y. 


Central Jersey Wholesalers. 
Inc., Dealer Show, Asbury Park 
N. J. 

Alabama Retail Hardware 
Assn., Birmingham, Ala. 
Georgia-Florida Hardware Assn. 
Inc., Jacksonville, Fla. 


Southern Hardware Conven- 
tion, Miami Beach, Fla. 
National Assn. of Sheet Metal! 
Distributors, Spring Meeting 
Cleveland, Ohio. 


Industrial Supply Convention, 


Atlantic City. 


For complete details about conventions and shows listed above see the Jan. 12 


issue of Hardware Age. 
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Here are just a few of many 
Old Pal profit-makers 


NEW! Old Pal Tackle Boxes. Stee! or alu- 
minum. One or two trays with adjustable 
steel dividers or plastic inserts. Full opening 
lids have built-in retaining wells for hooks, 
flies, shot, etc. Black, high-impact Styrene 
plastic handles in leaping fish design on 
deluxe steel and aluminum models. Moder- 
ately priced, there's an Old Pal box for 
every fisherman! 





models, floating andnon- (aR % 
floating styles, 8- to 20- (A 
quart capacities. 


Air Feeder Minnow 
Buckets. Sturdy, molded fi- 
ber breathes” air in—keeps 
water fresh and cool, Many 
styles; 4- to 20-quart ca- 
pacities. 


Bait Boxes. A variety of 
styles and shapes in heavy 
gauge steel, aluminum and 
molded fiber. Also plastic 
lure boxes and fishing 
accessories. 


rN NEW! Old Pal Folding 
\ / Seat. Attractive and practi- 
\} ‘ / cal. Bright- plated steel frame; 


heavy Army duck seat. Holds 
up to 250 Ibs. Folds to fit 
in pocket! 
Ask your wholesaler for 
the new Old Pal catalog. 
OLD PAL, INC., Subsidiary of 
Animal Trap Company of America 
Lititz, Pa. e Pascagoula, Miss. e Niagara Falls, Ont. 
Want more facts? Circle 128, p. 57 
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Convertible Water Systems 
for Every Capacity, Pressure, 


Depth- gn Price / 


DEMPSTER Convert-o-jet water systems are easier 
and more profitable to sell, easier to install, and 
their high quality of construction and performance 
are a guarantee that they’ll stay sold, without com- 
plaints. 

You can offer your.customers a complete range 
of these better Dempster convertible water sys- 
tems to suit every practical capacity, depth or pres- 
sure requirement and practically every budget... 
from the thrifty 14 and 4% HP models to the power- 
ful 344 and 1 HP systems—plus the extra power and 
performance of the Dual Convert-o-jet whose 
unique back-to-back impeller design requires only 
an economical % HP motor. 

Dempster Convert-o-jets have quality features 
you'll find in no other convertible pumps—features 
that mean longer life, higher performance and 
easier installation and conversion from shallow- 
well to deep well operation. All models are avail- 
able with either parallel or inner pipe systems. 


DEMPSTER PRIME-O-JET is the thrifty quality 
shallow well system that is self-priming 
(after case is initially filled) and has guar- 
anteed suction at 25 ft. Delivers up to 
1010 gals. per hour. Available with either 
¥, or 42 HP horizontal jet-type motor and 
with pressure tanks (from 13 to 42 gals.) 
or in a matched-flow system with a mounted 
4 gal. tank. 


Write for Full Details Today! 


4) "> DEMPSTER MILL MFG. CO. 


Beatrice, Nebraska 


Home Office and Factory: Beatrice, Neb. 





Branches: 


San Antonio, Texas es Moines, iowa 


Kansas City, Mo. Sioux Falis, S. D. Omaha, Neb. 
Denver, Colo. Oklahoma City, Okla. /Amarilio, Texas 
oS 


Want more facts? Circle 142, p. 57 
78 ¢ HARDWARE AGE, January 26, 1961 














HARDWARE AGE 


5Q) Yar Clb 


KENNETH O. CAYCE, 
SR., began his hardware 
career in 1909 with Cayce- 
Yost Co., Hopkinsville, Ky. 
He became president in 
1927. Mr. Cayce is also a 
vice-president of the First 
Federal Building and Loan 
Assn. of Hopkinsville and 
is a past-president of the 
Kentucky Retail Hardware 
Assn. Mr. Cayce has two 
sons in the hardware 
trade, Kenneth O. Cayce, 
Jr., and Delbert D. Cayce III. A civic leader, Mr. 
Cayce is a member of the Hopkinsville Chamber 
of Commerce, Rotary Club, and is director of the 
Hopkinsville Foundation Fund. As a member of 
the First Christian Church of Hopkinsville, he 
has been an Elder and Chairman of the Official 
Board for 16 years. His hobbies are music and 
study of court records. 


REX BERNER has com- 
pleted more than 53 years ~"—""~ 
in the hardware field with | 
the Union Fork and Hoe | 
Co., Columbus, Ohio. Mr. 
Berner began working for 
Union when he was ll 
years old. After many 
years of diversified ex- 
perience he became plant 
superintendent of the 
company’s works at Jack- 
son, Miss., in 1935. In aa 
1941 he became plant man- 
ager, until 1946 when he began making specialty 
selling trips throughout the country. In 1950, 
Mr. Berner was appointed district representative 
and called on wholesalers in the southeast until 
1957. Mr. Berner resided for a time near Atlanta, 
and now lives in Florida where he serves in a 
general capacity and continues to travel for 
Union. Mr. Berner was chief boatswain’s mate 
during World War I. In his leisure time, Mr. 
Berner acquired a reputation as a boxer. 





NOW...PUT NEW LIFE IN YOUR 
PAINT WITH THE HOWARD 
DUAL-BLADE PAINT MIXER- 


TURB-O-MIX 


HOWARD) Another Quality 
Howard Tool 


@ Fits all size pasar @ Simple to use, easily cleaned! 
or further information write 


HOWARD HARDWARE PRODUCTS, INC. 


250 ELIZABETH AVENUE ° NEWARK 8, NEW JERSEY 
ade in U 
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Kenberry GADGETS © 
ARE PROFITABLE | & 


Sell Fast, Use 
Little Space 


Display as a family of 
gadgets in one place on 
peg boards or counter 
bins for fastest self- | 
service sales. Serving 
Tongs in many sizes, 
styles. Cheese Slicers. 
Jar Wrenches. Deluxe 
Roast Rack. 
in all sizes. 


Skewers | | | 
Lacing FY pu — | 2"% 
Pins. Plate Hangers. 

Potato Bake Rack. 
Broom Clips. Food 
Mixers. Beaters. Many 
other gadgets. 


More than 59 
Kenberry GADGETS 
Ask your jobber 

or write for list 


STAINLESS E 





GOURMET ROTARY KNIFE. 
JOHN CLARK BROWN '#¢ 


ONE MONTGOMERY ST. y vi 
BELLEVILLE 9,N.J. A@O0E/TYGADGETE 
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PLASTIC 
MIRROR HOLDERS 


BETTER HOUSEHOLD 
HARDWARE SINCE 1872 


E. H. TATE CO. © 251 CAUSEWAY S1. © BOSTON, MASS. 
Want more facts? Circle 145, p. 57 





when you buy 


* PACKAGE Bost oy 


DEAL” Me Tan 


= 
You Get - & pay hk 
KEY MACHINE — — | 
MOTOR — ir... 


ROTARY KEY BOARD — aioe 
1020 POPULAR KEY BLANKS 


You can Cut Cylinder and Car 
Keys Quickly and Accurately! 


Gn’ 


You get this Giant Sign 
for Your Store FREE 


KEYS MADE 


CAST ALUMINUM 12” x 27” 


MAIL COUPON TODAY 


SR RR RRR Re RE eee 
KEIL LOCK CO., INC. 
Charlestown, New Hampshire 


Please send complete information. on your 
R 42 x PKA-3 “‘Package’”’ Deal plus FREE Key 
sign. 


s 
20 a 
+: Se * 
* 
= 


PsP REE REE RE GT Ge GU UG UG UG 
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There's just one reason why 
more stores sell Atlas Tacks, 
Nails and Brads than any 
other brand: 


BETTER 
PROFITS 


But there are four reasons 
why they make better profits 
with Atlas: 





1. Better displays 
2. Better packages 
3. Faster turnover 


* COMPLETE 








Every size of every kind of popular 
household fastener — all available 
in the famous red Atlas % Ib. and 
4 |b. packages. You get a com- 
plete stock of your fastest movers 
— all from the complete Atlas line 
— with one order, one invoice... 
less bother, more profit. 


ct \810 







Atlas = 
CORP. 


Fairhaven, Mass. e Henderson, Ky. 





1810-1961 


ONE HUNDRED AND FIFTY-ONE YEARS OF SERVICE 
Want more facts? Circle 147, p. 57 
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How’s the Hardware Business? 





A case history: Trading stamps. Food 
chain finds it can thrive without them 


Will you lose much business if 
you stop giving trading stamps? 

Is it difficult to convince your 
customers that you’ve lowered the 
cost of merchandise in lieu of 
stamps? 

The answer to both questions can 
be an emphatic “No” if an Ohio 
food chain’s experience can be con- 
sidered typical. 

Toledo’s Seaway Food Town 
Stores dropped trading stamps be- 
cause “shoppers had become aware 
that they were not getting some- 
ting for nothing.” This was early 


in 1959. 
The chain conducted informal 
surveys. These studies indicated 


that shoppers were not being lured 
to the store because of stamps, at 
least, not in relation to the stamps’ 
cost. Also, shoppers felt that there 


were too many kinds of stamps and 
too much bother involved in keeping 
them straight. 

The chain applied its former 
stamp cost to price reductions on 
staple merchandise. 

Large newspaper ads laid the 
plan on the line: “4000 items re- 
duced in new everyday low prices,” 
and “We’re giving up stamps!” 

Has this chain lost much business 
in two stamp-less years? 

According to Progressive Grocer, 
sales volume has zoomed up 18 per- 
cent in the face of powerful and 
growing competition. 

Moral: You can give up stamps, 
Save money, and make money. The 
key seems to be in promoting the 
switchover, and demonstrating that 
you are giving bargains in place of 
stamps. 





1960 construction total 
down 2% from ‘59 record 


Total value of new construction 
starts during 1960 was $55 billion, 
reports the Dept. of Commerce. 
That’s 2 percent less than during 
the record construction year 1959. 

Most significant change over the 
two year period was the $2.4 bil- 
lion drop in private residential 
building, a decline of 10 percent. 

In its monthly report, the Dept. 
of Commerce estimates December 
construction starts at $4,363 mil- 
lion, a decline of $47 million from 
the same month of 1959. 

Residential building in December 
was $1,739 million, $162 million less 
than during December 1959. An 
increase in nonresidential building, 
both public and private, was not 
enough to compensate for residen- 
tial building losses. 

F. W. Dodge Corp., construction 
news and marketing specialists, 
states that in November residential 
building did better than a year ago. 
However, the chief factor in the 
residential building gain in Novem- 
ber was a sharp increase in apart- 
ment building contracts, while sin- 
gle family homes were down 9 per- 
cent from the previous November. 
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Industrial supplies and 
machinery orders drop 


New orders for industrial sup- 
plies and machinery during Novem- 
ber were down slightly from the 
previous month, reports the Ameri- 
can Supply & Machinery Mfrs. 
Assn. 

The New Order Index dropped 
one point in November to 181 (July 
1948—100). This is a continuation 
of a downward trend which started 
at a high of 221 in March 1959. 

The Federal Reserve Board’s pro- 
duction index of durable goods, par- 
alleling the ASSMA index, was 
down 3 points to 99 (1957—100). 





Fairbanks, Morse dealers 
are offered finance plan 


Home water system equipment 
sales made by Fairbanks, Morse & 
Co. dealers can now be financed 
through a consumer financing plan 
arranged by the company. 

The same financing plan applies 
to the company’s standard products 
line of small engines, and small 
motors and generating sets. 

Dealers send the customer’s com- 
pleted credit application form to 
Allied Building Credits, Inc., of 
Los Angeles, which is handling the 
financing. The dealer delivers the 
equipment after the application is 
approved by the credit company. 
The dealer then sends the custom- 
er’s signed note, when installation 
is completed, and receives a check 
from the finance company. The 
dealer endorses the note without 
recourse. 

Customers can borrow up to 
$3500 to pay for digging the well, 
and for the equipment and its in- 
stallation. There is no down pay- 
ment. Customers can make monthly 
payments as low as $10, and take up 
to 36 months, in some instances, up 
to 60 months, to repay. 


Pump shipments drop 20% 
at end of fall season 


Factory shipments of domestic 
water systems totaled 42,137 units 
in November, reports the Dept. of 
Commerce. This is 20 percent less 
than the 52,421 units shipped the 
previous month. 


Deep-well systems accounted for 
7,555 units shipped; shallow-well, 
14,246 units; convertible jets, 13,- 
175 units, and submersible pumps, 
7,161 units. 


Brand Names Week to be 
promoted from May 4-14 


The Brand Names Foundation, 
New York City, announces that 
promotional material to tie-in with 
Brand Names Week, May 4-14, is 
now available. 

Sales aids include overwire pen- 
nants, streamers, window posters, 
overwire banners, shelf cards and 
markers, and string tags. 

Information and order forms for 
the materials can be obtained from 
the Foundation at 437 Fifth Ave., 
New York 16, N. Y. 











another 


FULLER 
TRAFFIC. STOPPING 
SALES STARTER 


+101 QUICK-SERVICE 
BASIC TOOL DISPLAY 


Fuller products are made in U.S.A., 
England and other countries, of the 
highest quality materials, by skilled 
a . . « designed for service 
. « and rigidly inspected to preserve 
Fuller Quality and Reliability. 


One of the fabulous 
Turnover Twins!* 


A complete department .. . 
for all-around profit! Contains 
2 ea. of 21 different tools, | ea. 
of 4 size wrenches. All basic, 
needed tools . . . all individually 
carded and prepriced . . . on 
handy hanging rack. An eye- 
getting assortment for an up- 
front spof. 


ORDER TODAY! 


* with #100 Screwdriver Asst. 


Want more facts? Circle 148, p. 57 





NEW, LOW PRICES 
KLAM PON 


Re-usable Menders & Couplings for Plastic or Rubber Hose 





he 


. ae 


S 
MW! 





PATENT NO. 2,725,246 


Revolutionary, new KLAMPOWNS are now in the same 
price range as old-fashioned menders and couplings 


@ KLAMPON MENDER-COUPLINGS mend plastic or rubber hose instantly, 
or couple two pieces of plain-end hose. Just insert hose ends and press 


the lever down. 


KLAMPON FEMALE COUPLINGS replace worn, bent female couplings. 
KLAMPON MALE COUPLINGS replace bent, leaky male couplings. 
Made in the popular hose sizes—7/16, 1/2 and 5/8”, and individually 


visual-packed for self-service. 


Made of solid, rust-resistant metal, with tempered steel spring. 
Ask your jobber or write us for name of nearest supplier 


WRITE FOR 1961 GARDEN CATALOG 


FRANKLIN METAL & RUBBER CO., HATBORO, PA. 


Want more facts? Circle 149, p. 57 
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Wardrobe of Gloves 
Display No. 9438 


@® Most Compact Complete 
Glove Department Yet — 63” 
high x 2214” wide 

@ Features 4 Nationally 
Advertised Brands 

@ Gives Your Customers a 
Choice Of Small, Medium and 


Large... 
Bluettes .. . $1.69 
Super Ebonettes .. . 98¢ 
Ebonettes ... 79¢ 
Nimble Fingers .. . 59¢ 


@® Can Be Hung on Wall 


sl Yr yt Th oa * 

















Your Profit $51.42 


Put Your Glove Department On A 
Profitable Basis . . . Order Today! 

















Consumer Mailers 


New Wholesalers’ Aids 


for Dealers’ Use 








Belknap's circular has 
120 items, two coupons 


Belknap Hardware & Manufac- 
turing Co., wholesaler in Louisville, 
has a Spring Courtesy Sale mailer 
that lists 120 items plus two coupon 
specials. 

The mailer is a four-color, 8-page 
rotogravure-type circular. It’s de- 
signed to increase spring traffic by 








directing potential customers to 
their retail hardware stores for 
spring needs and also to be used 
during Hardware Week. 

Dealers will receive a store kit 
containing 198 pieces of advertising 
material. It includes banners, point- 
of-sale cards and window display 
cards. 


Five wholesalers plan 
lawn and garden mailer 


Five wholesale firms have joined 
forces to produce an 8-page mailer 
stressing to the consumer that it’s 
time to buy lawn and garden needs. 

The wholesalers are Kingsley & 
Co., Binghamton, N. Y.; H. C. 
Prutzman Co., Altoona, Pa.; C. Y. 
Schelly & Bro, Allentown, Pa.; 
Schindel - Rohrer Co., Hagerstown, 
Md.; and Shields & Bro., Philadel- 
phia. 

The mailer is called Spring and 








News 


as Grompanow 
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inijliy 


a remarkable 
new type 


"PLASTIC TACKLE BOX 







For Fresh and 
Sa/t Water 
Fishing 


When demand indi- 
cated that we add a 
plastic box to our 

line, we said, “Okay, 
Ss but it will have to be the 
best on the market . . . not just as good as 
the others, but better in every way.” And it is. 
Here’s why... 


@ practically indestructible; will not dent, 
shatter, peel or crack 


® unaffected by weather extremes; will not 
warp or Sag in heat or shatter in cold 


@ impervious to oil, grease, salt water, even 
battery acid 


@ weather-proof, rust-proof, corrosion-proof 
@ light weight, roomy, quiet 
@ won't damage lures 


@ extra deep bottom to accommodate salt 
water reels 


@ safety-latch draw bolt avoids accidental 
spilling 

@ unbreakable plastic handle, comfort-shaped, 
balanced 








JOBBERS! DEALERS! Write for 
Catalog and Prices on the 
‘*‘Playboy’’ and other Union 
Tackle Boxes. 


Summer Values, and has 44 items. 
It includes hand and power garden 


NiON|E 
UNIO arent Cnes! CORP. 


Want more facts? Circle 151, p. 57 


The PIONEER Rubber Company 


108 Tiffin Road * Willard, Ohio 
Want more facts? Circle 150, p. 57 


82 © HARDWARE AGE, january 26, 1961 












Know your product ...and close more sales! 


TOASTMASTER 
POWERMATIC 


2‘Slice TOASTER 


NO LEVER TO PUSH! Bread lowers 
avtomatically. Pops up high when 
done . . . perfect toast every time. 


2-Slice Powermatic Toaster 
Model 1B16 $29.95* 
3-Slice 

Powermatic Toaster 

Model 1C4. . .$34.95* 


MATCHED AND BALANCED 
LONG-LIFE ELEMENTS 











“TORTURE -TESTED” 
ELECTRIC MOTOR 


® Non-striping bread guides 


© “Process-wound” mica 
elements 





®@ Motor-cushioned 
toast lift 








DURABLE 
TRIPLE-PLATED 
FINISH 











© Self-adjusting 9 & > 
® ~ 
Superfiex” timer —— a 


Pam 1 PUSHBUTTON 
© Powerful electric motor ) T cume tray 
lowers bread instantly 








* Recommended retail prices. 





Mr. Retailer: 


GET TH E COMPLETE THE FIRST TOASTER IN THE WORLD WITH AN 


ELECTRIC MOTOR THAT AUTOMATICALLY 


‘INSIDE STORY”? LOWERS THE BREAD, STARTS IT TOASTING 
AND SERVES IT UP FAST! 
ON THIS TOASTMASTER TOASTER 


ot ——e. 
Just drop a postcard to Advertising Dept. oUt @ Our famous hallmark... 
Toastmaster Division, McGraw-Edison 

Company, Dept. 31, Elgin, Illinois and 
ask for the Toastmaster Sales Training ® 
Kit. We’ll also send you information on TO Gg $T RA Gg $T Pa ea 
how you can get a Toastmaster Toaster 


" ““TOASTMASTER” is a registered trademark of McGraw-Edison Company, 
for your own home. Write today! Elgin, Ill. and Oakville, Ont. © 1961 


es symbol of outstanding quality 
STmA 


. Pore 
TOASTMASTER DIVISION [JMU 
McGRAW-EDISON COMPANY [HII 
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FUNCTIONAL 


helps you build volume and profit on 
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Product 
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MARKETING 


products of Pendleton Tool Industries, Inc. = 


District Managers . 


What Functional Marketing of 
Hand Tools and Tool Boxes means to you: 


This is the hand tool industry’s largest and best trained field force of 
professional marketing specialists. You probably know more than one 
of these men by name. Guided by his home office and regional execu- 
tives, and straight-forward company policies, each one of these men 
is charged with one responsibility in his special field— 





To help you, his customer, build more business and profits 
with the products of Pendleton Tool Industries, Inc. 











To help you: 


¢ He works with your men in the field and builds their business. 


e He gives you ideas that have been used successfully in other parts 
of the country. 


e He programs business-building promotions for you. 


e He analyzes and adjusts inventory problems. Many accounts con- 


sider these professional salesmen completely responsible for their 
tool inventories. 


¢ He takes part in your sales meetings — keeps all of your personnel 
up-to-date on new developments, new tools, new techniques. 


Thus, Functional Marketing means the assistance of professional 
specialists in your field to build your business when you sell one or 
more of the famous products of Pendleton Tool Industries, Inc. 


Pendleton Tool Industries, Inc.: 2209 Santa Fe Ave., Los Angeles, 54,Cal. 


FL S 
Quality, Service and Understanding. S) ae 











"REESE sy appy HOME VAIUES” 
= Tube FREE with every dozen 


DURO-PLASTIC ALUMINUM, Liquid STEEL and E-POX-E GLUE 


PLUS- == ZN) Eee s{D OZEN 
FREE and then some’ 


Merchandising we oO we CSD gives you a special recipe for extra profit! 


Here’s the best HARDWARE WEEK 
SPECIAL we've ever had for you. 
Not one, not two, BUT THREE 
SPECIALS on the fastest 
selling items . . . in the 
nation’s fastest selling fix- 
it line. All are backed by 
the biggest advertising pro- 
gram in DURO-PLASTIC 

history. 


Mother -in-law Approved Promotion 


; Ka: 
— “EXTRA SPECIAL! \ 


Vi 


Guaranteed by % 
Sousshooping 


—covenste aed 


valuable coupon. 12 of these coupons earn 
you one dozen tubes FREE of any DURO- é 
© BD-SPA-1 DURO-PLASTIC ALUMINUM offer “e, PLASTIC 69c item: LOCK-it, Darn, 

© BD-LS-1 Liquid STEEL Expires PLASTIC MENDER or WHITE 


GLUE. Complete details 
© BD-EPX-1 DURO-PLASTIC E-POX-E GLUE April 30, 1961 “Ya” in cach’ carton et 
ee oe 


THE WOOQDHILL CHEMICAL CORPORATION 


“Originators and World’s Largest Manufacturers of PLASTIC ALUMINUM" 
Want more facts? Circle 154, p. 57 


MY You really get 14 tubes for the price of 12 
\ because in every Baker's Dozen there is a f 





Now, your profit line of quality garden tools can be Ames 
all the way! And, remember, with Ames, orders are 
shipped from one plant, all at one time. 


Garden Tools « Shovels * Casual Furniture > Metal Housewares 


O. AMES CO. PARKERSBURG, WEST VIRGINIA 


Want more facts? Circle 155, p. 57 
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New Wholesalers’ Aids 
(Continued ) 





tools, outdoor cooking equipment, 
patio furniture and accessories, and 
outdoor recreational equipment. 

An 84-piece store trim kit, with 
banners, streamers, price cards and 
ad mats is also included. 


W. Bingham has Spring 
Bargain Days circular 


W. Bingham Co., wholesaler in 
Cleveland, Ohio, has a 4-page, full- 
color 1961 Spring Bargain Days 
mailer available to its dealers in a 
12-state area. 

The merchandise included in the 
mailer is timed for spring traffic 


DEALER'S NAME HERE 


sT neeT ATORESS 
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one 


with garden accessories, tools and 
sporting goods. 
Included with the circular is a 








HOPPE’S ka 


GUN CLEANING ESSENTIALS 
THAT CUSTOMERS ASK FOR 


Display f 
them hor 
Fast Sales! 


Wherever guns are used, 
Hoppe’s products are in de- 
mand! Millions of gunners 
and gun fanciers look to 
Hoppe’s for gun protection. 


vertising Keeps Hoppe the a’ IT WEARS IN...NOT OUT! 





BIG name in gun cleaning. .«— 
Put Hoppe’s Products ong 
your counter and watch : 


them sell on sight! 205 GRAPHITE is a dry lubricant that forms a protective, 


low friction film, penetrating even the smallest cracks. It wears in, 
ASK not out, and is impervious to heat, cold or moisture. 


YOUR 205 GRAPHITE . . . the lubricant with a thousand uses . . . is 
¥: JOBBER available in case lots of 1 and 5 pound packages and in 
| FOR HOPPE’S 25 pound drums. 


Prices and further information on request. 
FRANK A. HOPPE, INC. 
23144 N. STH STREET + PHILADELPHIA, PA. THE UNITED STATES GRAPHITE COMPANY 


DIVISION OF THE WICKES CORPORATION « SAGINAW 9, MICHIGAN 
Want more facts? Circle 157, p. 57 
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you can take advantage of a symbol that promises gracious living .. . 


What other products for the home promise so 
much — quality, prestige and continuing pleasure? 
The Duncan Hines name symbolizes an “adven- 
ture in good eating’ — gracious living — warm 
hospitality. That’s why your customers 
will react not only to the quality of 
the products themselves, but also to all 
the pleasures the Duncan Hines name 
implies. 
Duncan Hines products for the home have added, 
built-in value — for the customer, the promise of 
gracious living; for you, the assurance of greater 


volume, increased turnover and customer satis- 
faction. 


HINES-PARK FOODS, INC., 408 EAST STATE STREET, ITHACA, NEW YORK 
Want more facts? Circle 158, p. 57 
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Today this man became a 


lifetime friend for your store... 


Right now he’s taking it easy after doing the half dozen 
little jobs around the house that his wife accumulated for 
him. One of the jobs was splicing the electric cord of her 
steam iron. He dropped into your store and asked for a roll 
of tape. You suggested EVERCEL #330. He bought it. 


As he spliced the cord, he realized EVERCEL #330 was 
a new kind of tape. It was easier to apply and every layer 
sealed onto the next into a tight, smooth neat splice. He 
felt like a “Pro” . . . quite pleased with himself and appre- 
ciative of your advice. He will come back for other impor- 


tant things he needs because you carry quality... 
EVERCEL #330 showed him that. 


If you do not as yet stock EVERCEL #330, contact your 
wholesaler or write today for full information about 
EVERCEL #330... the friendmaker for your store. 


You may be interested in some technical facts about EVERCEL. 

Comparison tests prove that EVERCEL, a precision quality prod- 
uct of Japan, has the highest dielectric strength of any similar tape 
available today ...and once down, EVERCEL stays put...no crack- 
ing, no peeling, no loss of adhesive quality even at below freezing 
or up to 200 degrees F. Completely waterproof, EVERCEL also has 
an unusually high resistance to acids, alkalies, oils and solvents. 


. 


NICHIMEN CO., INC. 


39 Broadway 756 South Broadway 
New York 6, N. Y. Los Angeles 14, Calif. 
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New Wholesalers’ Aids 
(Continued) 





328-piece promotion display kit con- 
taining jumbo-sized luminescent 
window posters, window spots and 
price cards for each item. 


Supplee-Biddle-Steltz 

has mid-winter mailer 
Supplee - Biddle - Steltz, whole- 

saler in Philadelphia, has a three- 


color, mid-winter mailer for its 
dealers. 


Twenty-four of the 60 items in- 
cluded in the mailer are featured 


oe: weit e423 Sg a 
oe “SPOT 4) eee 8 


at reduced prices. Two coupons 
are added to generate store traffic. 

The firm also has available for 
its dealers a display kit. The kit 
contains illustrated pennants, price 
tickets, rain-checks, window 
streamers and banners. 


Fishing film available 


Eppinger Mfg. Co., Dearborn, 
Mich., offers dealers a fishing film 
titled The Deal. The film is a 20 
minute, 16 mm color, sound motion 
picture made at Lake Apopka, Fla. 
Ted Henson, nationally known fish- 
ing expert, demonstrates bass fish- 
ing and casting technique with 
spinning equipment. Free loan of 
the film can be gotten by writing 
the firm’s Film Reservation Dept. 
The film is suitable for showing to 
clubs, schools, sports and fraternal 
organizations. 





LOCKSETS 


NO. 3000 RIM LOCKSET NO. 1000 BROAD BEVEL LOCKSET 





| 


PADLOCHKIiS 





MORTISE 
CYLINDER 


NO. SK2 
SKELETON KEY ASSORTMENT 








NO. 7000C 
RIM 
CYLINDER 





KEY BLANKS 


THE COMPLETE LINE 


CYLINDER 


teat Teed ——_ 





os 


NO. 866 NIGHT LATCHES 
SINGLE CYLINDER 


NO. 888 
DOUBLE 
CYLINDER 


MALLEABLE 
IRON 





NO. 475 
DOOR KNOB 
SPINDLE 
ASSORTMENT 


433 ae £018): 


TAYLOR LOCK COMPANY 
PHILADELPHIA 32, PA. 
MANUFACTURERS OF NIGHT LATCHES, PADLOCKS, DOOR KNOBS, KEY BLANKS AND BUILDERS’ HARDWARE SINCE 1922 
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knows what he wants 


QUALITY. He knows he gets it from 
True Temper in all price ranges 


He sees it in True Temper’s superbly matched _ garden tool: balance, power and durability. Keep 
finishes, superior materials and workmanship. He him satisfied, and he’ll come back to the store that 
feels it every time he hefts or uses a True Temper _ gives him the kind of quality and value he wants. 


AND HERE’S HOW TRUE TEMPER QUALITY IS BACKED UP 





A complete line: garden, lawn and 
farm tools; shears; grass and weed tools; 
shovels, spades and scoops. Makes a 
beautiful display of matched tools. Call 
your True Temper wholesaler today 
—one source, one order, one invoice. 





Buying help: Use this ‘““Dealer’s Buying Guide”’ 
to the best-selling tools—the ones that do 80% 
of your business. Makes it easy to buy, simplifies 
stocking, minimizes your investment. Free from 
your True Temper wholesaler—or write True 
Temper, 1623 Euclid Avenue, Cleveland 15, Ohio. 


True Temper promotion is the most 
effective in the garden-tool field . . . reaches 
your customer often in famous national 
magazines, again with effective newspaper 
mats for local tie-ins . . . and again in 
your store with usable point-of-sale helps. 


@IRUE TEMPER 


your basic line... your money line 
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ANCHOR BRAND BONUS BOXES 


... Popular Snaps and Pulleys 
... Packaged to Stimulate Sales 


Plan to profit through ’61 from brightly-colored Anchor 
Brand display boxes — bonus boxes — which catch a 
passer’s eye and his buy. 


DISPLAY BOX NO. 6 will remind the 
boatman of his need for non-rusting 
snaps. Box contains five each of the 
six most popular boat snaps in bur- 
nished bronze. 


DISPLAY BOX NO. 7 will attract 
both householder and work- 
man. Carton proclaims “Rust 
problems don’t exist.”” Depend- 
able, all-purpose snaps num- 
ber 65... five kinds ... in 
solid brass, solid pronze, nickel 
on brass. 


DISPLAY BOX NO. 45 will be noticed by 
all. Cadmium-plated swivel eye pulleys 
are rust-resistant, useful for awnings, 
ladders, block and tackle, grain bins. 
Box contains 50 single pulleys, four 
sizes, four double pulleys. 


DISPLAY BOX NO. 46 will suggest appli- 
cations for home, ranch, farm, con- 
tains 50 fast-eye single pulleys, four 
double pulleys in four sizes, all hot 
dip galvanized for rust-resistance. 


Check with your jobber today for your supply 
of bonus boxes. 


NORTH |< JUDD 
Manufacturing Company 


New Britain Connecticut 


New York * Boston ¢ Philadeiphia + Atlanta * Jackson (Miss.) * West Paim Beach (Fia.) 

Rochester (N.Y.) °¢ Pittsburgh -* ODetmit « Chicago -¢- Minneapolis -«- St. Louis 

Dallas * LosAngeles °* SanFrancisco - Seattle ° ##$Montreal « London 
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Corning Glass sponsors 
wholesale sales contest 


Corning Glass Works, Corning, 
N. Y., is sponsoring a post-holiday 
sales contest for approximately 100 
housewares distributors and their 
salesmen. 

The program is to rebuild dealer 
inventories after the holiday selling 
season. It offers wholesaler sales- 
men a chance to win a nine-day, all- 
expense trip for two to either 
Nassau or Hawaii. Cash and mer- 
chandise prizes will also be awarded. 

The contest will run through Feb. 
12. Selection of grand prize win- 
ners will be made on March 30. 


Dun & Bradstreet wants 
your financial report 


Dun & Bradstreet is asking busi- 
ness men this month to send in 
their financial statements. 

The request is made annually to 
obtain information for credit rat- 
ings of dealers, wholesalers and 
manufacturers in the Dun & Brad- 
street Reference Book. Listings in 
the Reference Book are condensed 
summaries of information given in 
the credit report. 

Dun & Bradstreet points out that 
the business man who furnishes his 
financial statement is helping him- 
self and his suppliers, through es- 
tablishing his credit rating. 


New color film on point 
of purchase advertising 


The Point-of-Purchase Advertis- 
ing Institute has a color, sound- 
slide film, “The Role of Point- 
of-Purchase Advertising in Modern 
Marketing,” for use in instructing 
sales personnel. The film shows, 
through case histories, how sales- 
men have used point-of-purchase 
material in creative, imaginative 
and profitable ways. The film is 
available from the Institute, 11 W. 
42nd St., New York 36, N. Y. 


Bicycle safety film 


The Bicycle Institute of America 
has a 20-minute, 16 mm sound film 
called “Bicycling Safety Today.” 
The film features Ted Smith, for- 
mer U.S. Olympic bike racer, dem- 
onstrating proper cycling methods. 
The film can be obtained by writ- 
ing the Institute at 122 E. 42nd St., 
New York 17, N. Y. 
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Storm and screen door 


hardware 





MEET THE DEMAND! 


FOR REPLACEMENT OF STORM & SCREEN DOOR HARDWARE 


BECAUSE OF THE ADVENT OF ALUMINUM STORM AND SCREEN DOORS, 
WOOD SCREEN DOOR HARDWARE IS BECOMING OBSOLETE. 


MBET THE DEMAND FOR ALUMINUM DOOR 
HARDWARE... 


1. THE DEMAND FOR REPLACEMENT UNITS... 

In the last ten years, Security has been the leader in supplying the original 
aluminum door manufacturers, and has sold 35,000,000 hardware units 
for aluminum storm, screen, and jalousie doors. New replacement units 
are needed and ONLY SECURITY can replace them! 


. Security's Display Panel shown above encourages the impulse buyer, 
conscious of the need to replace worn units. AVAILABLE FREE, all you pay 
is for hardware attached. Just send in request today on your own station- 
ery or order from your jobber. 


2. THE DEMAND FOR NEW HARDWARE... 


For your self-service Hardware Dept., Security provides individually plastic 
skin packaged hardware... locksets, knobs, door closers, crash chains, 
etc., on strikingly designed cards... to capture the customer who wants 
to modernize his doors with accessories of contemporary designs. Con- 
venient to handle... easy to sell. Security can deliver promptly the large 
supply you will need to MEET THE DEMAND. 


TAKE ADVANTAGE OF THE TREMENDOUS PROFITS IN THE MARKET 


SECURITY CREATED. | | 
SECURIT VE 


STORM LOCK AND HARDWARE CORP. 
1515 Hart Place, Brooklyn 24, N.Y. © Hickory 9-4300 


WORLD’S LARGEST MANUFACTURERS OF STORM AND SCREEN DOOR HARDWARE 














Vichek... Special for narawere Week Promotions 


Manufacturers’ New 


L’ No: X275 








PLIERS _ Merchandising Plans 


Consumer ads to pre-sell 
new Thermos outdoor line 
The new items in the Thermos 


Hardware Week Bargain | | ie % Products for outdoor living 


will be given what the company 


terms record-breaking, spectacular 

consumer advertising support. 
FIT. = GRIP. x - TURN CENTS Saturday Evening Post will carry 
* Adjustable jaw opening to 1 Y2”’ a multiple-page ad in a Spring is- 
‘ ‘ sue. Consumer advertisi s +t 
* Drop forged of high quality steel sate ee Seen 


ais t will be given throughout the year 
* Precision-milled teeth...heat treated by ads in the New Yorker, Esquire, 


°9'/ inches long regular price, $1.29 Cosmopolitan, American Home, 


. - , Holiday and Saturday Evening 
° 1 i s 
Packed 6 in box...weight, 3/2 Ibs. See your jobber, today Sie Til cies all es lace a 


ee eee the new items in a two-page color 
Vichek s / ad in the May issue of Popular 
lehekK To! G iF "HAPPY HOME Boating. 
forr-t'2-jF-lale me: Mm @lalle Ss ° cae) VAIUES” Colorful display material is avail- 
able free on all items for in-store 
promotions. 

New items in the Thermos line 
include camp lanterns, camp stoves 
and tents and shelters. The com- 
pany points out that more than 
MOST BEAUTIFUL (thd 60 million Americans are planning 
CAN OPENER i By camping trips and vacations this 

F - | MADE J | Th mpany’ roduct li 
y 4 e company’s O ine is 
“He got the idea from. | /) a , apes 


\/i t =z aimed at this market, with dealers 
a science fiction movie. MAEih 5. selling outdoor needs from vacuum 
ft a = | ij ~~ bottles to tents. Products in the 
for power tools to your likin “eg §/ ; 
— J a ii line have been engineered for easy 
handling, with colorful styling and 
modern lines. 

















National ads will back 
Bissell's sweeper sale 


Bissell, Inc., Grand Rapids, 
Mich., is backing its Champion 
special sweeper promotion with 

an intensive advertising and mer- 
% H.P. SOUPED-UP SABRE SAW PORTABLE , chandising campaign. 
Only portable electric saw that can ELECTRIC. | F = ns I ad ae a 
cut 4x4's at 45°, 6” board or log, yet cut Be pitis issue of Life magazine. Dealer ai a 
any pattern, too! Cuts up to %” steel, CAN | Hie . 


HE will be available, including point- 
2” pipe. Complete with rip guide, OPENER a BB HA; of-purchase displays, store banners 
circle cutter, 45° tilting base plate and 


— a bd and streamers. 
7 blades. ( Rival aiekk weber artannit tt The Champion sweeper will have 
Say WEN for Driils, Solder Guns, Sanders Kansas City 29, Missouri a promotion price of $6.99. Closing 


5810 NORTHWEST HIGHWAY, CHICAGO 31 De | v date of the offer is Feb. 28. 
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Marcellus Supply Co., Inc., Marcellus, N. Y. 


PPG products installed: PITTCO Premier Store Front Metal, TUBELITE Doors and Frames, Black CARRARA® Structural Glass, Polished Plate Glass. 
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Hardware store spruces up to attract 


more business with PPG Open-Vision Front 


Here is a shining example of how attractive a hardware store can look 
with a PPG Open-Vision Front. The Marcellus Supply Co., of Marcellus, 
N. Y., took on a clean, modern and customer-inviting appearance when 
they remodeled with PPG products. 


It has been proven time and time again that business picks up when 
you build or remodel your hardware store with a PPG Open-Vision 
Front. When you remodel, as Marcellus Supply did, the cost of your new 
front can be soon offset by increased volume, because customers are 
literally invited inside by an attractive store like this. For more infor- 
mation, send for our free booklet or contact your PPG branch or dis- 
tributor. There’s one near you. 


Pittsburgh Plate Glass has the complete package to give your hardware store 
the Open-Vision Look: Pittsburgh Polished Plate Glass; a complete line of beauti- 
fully finished PITTCO® Store Front Metal; TUBELITE® aluminum framed doors with 
glass panels; HERCULITE® Tempered Plate Glass Doors and WEST Tension 
Polished Plate Glass Doors, both with aluminum, bronze or stainless steel frames; 
PITTCOMATIC® Automatic Push-pull or Mat-operated Door Openers. 


ip} Pittsburgh Plate Glass Company 
G 


Paints + Glass « Chemicals + Fiber Glass In Canada: Canadian Pittsburgh Industries Limited 





Pittsburgh Plate Glass Company 

Room 1106, 632 Fort Duquesne Bivd. 
Pittsburgh 22, Pennsylvania 

Please send a free STORE FRONT booklet to: 


Name__ 





Address 





City 





State ‘oe 


Store 
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Better made...better selling... 


Hardware of 


Du Pont ZYTEL* 


NYLON RESINS 


The automatic ‘‘Watertimer”’ is made by Richdel, 
Inc., North Hollywood, Calif., and is sold by 
the Buckner Manufacturing Co., Fresno, Calif. 
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The ‘‘Shurlock’’ hose coupling is 
made by W. D. Allen Mfg. Co., Bell- 
wood, Ill., and is obtainable froma 
number of hose manufacturers. 


New idea 
in hose couplings 
spurs sales 


Looking ahead to the sales of gardening 
equipment—what’s new? For one thing, 
a new kind of hose coupling that will 
mean business in couplings and in gar- 
den hose. The coupling attaches in one 
minute to the hose, right in your store 
... lets you sell your customer the exact 
length of hose he wants. Because the new 
coupling is molded of Du Pont ZyYTEL 
nylon resin, it withstands rough use in- 
definitely . . . won’t corrode ever. It’s 
easy to connect and disconnect because 
of the low-friction properties of ZYTEL. 
Another point to clinch the entire sale: 
if the hose ever becomes damaged, your 
customer can remove the coupling, cut 
off the damaged length of hose, and re- 
attach. 

Another new idea: an automatic water- 
timing valve that shuts off sprinkler water 
after the desired length of time. Your 
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customer turns on the water, sets the 
timer, and that’s that. The valve body is 
made entirely of ZYTEL, to prevent cor- 
rosion and mineral deposits, resist im- 
pact and abrasion. 

You'll find ZYTEL being used in many 
of the new-idea hardware items that mean 
more sales. Look for it, and tell your 
customers about the extra values that 
ZYTEL provides! E. 1.du Pont de Nemours 
& Co.(Inc.), Dept. HA-126, Room 2507Z, 
Nemours Bldg., Wilmington 98, Del. 


In Canada: Du Pont of Canada Limited, 
P. O. Box 660, Montreal, Quebec. 


POLYCHEMICALS DEPARTMENT 


REG. us pat orf 


Better Things for Better Living . . . through Chemistry 





NEW SANDING 
WOOD SEALER 


SANDS WITHIN 


SS 


| WOOL 








Vi SEALER \ 


(CLEAR) 


Early sanding and recoat- 

ability—that’s the big 

advantage for your cus- 
tomers when you profit by selling them 
Indo Wood Sealer! 

Made of top quality ingredients, this 
new Indo product brushes or rolls on 
easily, dries quickly. It produces a clear 
tough finish that sands easily, seals 
completely—does not have irritating 
lacquer type odors. Indo guaranteed. 

See your local distributor. Write for 
complete information. 


*Under normal conditions. 
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When your customers 


are buying supplies for 
floor and wood finish- 
ing jobs, you'll make a 
quick sale when you 
suggest Indo Shellac. They know Indo is 
the world’s finest quality—made to dry 
fast with a tough, brilliant finish. 

Your local distributor has Indo Shellac 
... in dated cans. 


SOUTHERN SHELLAC MFG. CO. 


Division of Plough, Inc. Memphis 1, Tennessee 
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Retail hardware sales 
up | pct in November 


Retail hardware store sales in 
November were $221 million, $2 
million higher than November a 
year ago, the Dept. of Commerce 
reports. The gain was just under 
1 percent. 

Over an 1l-month period, 1960 
sales totaled $2,540 million, $78 
million more than during the same 
period of 1959. That’s a 3 percent 
gain. 

Following are the U. S. Dept. of 
Commerce estimates of all retail 
hardware store sales for the last 
three years. 

(Millions of Dollars) 
1960 1959 1958 

January .. 175 174 172 
February . 178 167 154 
March ... 201 193 178 
ADE .... 264 245 224 

ae 266 263 257 
("ees 271 262 238 
July 251 240 227 
August .. 237 229 227 
September 239 227 225 
October .. 237* 243 242 
November . 221 219 225 





Eleven- 

Month 

Total .... $2,540 $2,462 $2,365 
December . 289 288 





TOTAL $2,751 $2,653 
* U. S. Dept. of Commerce corrected 


October’s estimate from $243 million 
to $237 million. 


Paint industry reports 
8 percent rise in sales 

Factory shipments of paint, var- 
nish and lacquer totaled $127 mil- 
lion in November, reports the Dept. 
of Commerce. That’s 8 percent 
higher than the $117.3 million in 
November 1959. 

Production of 48.3 million gal- 
lons in November was 9 percent 
higher than output of 44.1 million 
gallons a year ago. 


Failures dip slightly 


Commercial and industrial fail- 
ures dipped to 265 in the week 
ended Jan. 5 from 276 the pre- 
ceding week, reports Dun & Brad- 
street. Despite the drop, the figure 
is still high when compared to the 
242 failures during a comparable 
week a year ago. 





EASY HANG” perforated board fixtures 


ADVERTISED IN 


h 


Better Homes & Gardens 
Home Improvement Ideas 


Popular Mechanics 


Popular Science 


Faster, 
easier, 
more positive 
locking — 


without clips! 


merchandiser 


Holds assortment of 
Easy Hang se/f-/ocking 
fixtures plus a stock of 
perforated board. Floor 
space: 24” x 21”. Store 
tested! Drop-shipped, 
prepaid. Call your jobber 
or write today. 


Bubble-packed Card-mounted 


Hook up with 


A 
“ONE GOOD TURN (BUCKLE) DESERVES ANOTHER” 


BOX 333, MICHIGAN CITY, IND. 
FACTORY: GRAND BEACH, MICH. 
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News About Dealers: Tennessee Dealer 
Opens Second Store to Greet New Year 





Goodlettsville, Tenn.—J. W. 
Owen, proprietor of RICH- 
LAND HARDWARE Co., Nash- 
ville, Tenn., opened his sec- 
ond store here on the first 
business day of 1961. The 
new store, known as Good- 
lettsville Hardware, will be 
managed by Maurice Par- 
tain. 


St. Paul, Minn. — Donald 
Corn was the winner of the 
President’s Trophy for his 
sales record at Raymer Hard- 
ware Co. A merit award was 
won by Frank Brown of 
Raymer. The awards were 
made by Leon C. Warner at 
the company’s annual Presi- 
dent’s Dinner at the St. Paul 
Athletic Club. 


Millersburg, Ohio — Ralph 
A. Straits has purchased and 
remodeled the 63-year-old 


ARMSTRONG HARDWARE STORE. 
The modernized store held a 
grand opening in mid-Janu- 
ary under the name of 
STRAITS HARDWARE. 


El Dorado, Kans.—R. B. 
Lagenwalter has purchased 
and reopened OLIVER HARD- 
WARE from Mrs. Frank W. 
Oliver and John C. Oliver. 
Mr. Langenwalter operates 
two other stores in Hutchin- 
son and has been in the 
trade since 1946. New lines 
have been added to the El 
Dorado store with emphasis 
on sporting goods merchan- 
dise. 


Lehi, Utah—W. O. Pendle- 
ton of Tooele has purchased 
SMITH HARDWARE store on 
Main St. from Mr. and Mrs. 
R. J. Smith. Mr. Pendleton 

(Continued on page 102) 





Corporation Formed, 
Buys Bicycle Company 


Local interests have pur- 
chased the Westfield Mfg. 
Co. of Westfield, Mass., a 
subsidiary of Torrington Co., 
_ Torrington, Conn. The com- 
pany, manufacturer of Co- 
lumbia bicycles, will now be 
known as Columbia Mfg. Co. 

Norman A. Clarke, former 
president of Westfield, con- 
tinues as: president of Co- 
lumbia. Other operating 
management personnel will 
also remain the same. 

Officers are: Mr. Clarke, 
president, treasurer and di- 
rector; Elbridge Rathbone 
vice-president and director; 
Sterling A. Orr, director. 


Muralo Co. Acquires 
Firms in Same Week 


Two painting tool manu- 
facturers were acquired in 
the same week by Muralo 
Co., through its subsidiary, 


Elder & Jenks, Inc., Phila- 
delphia. The companies are 
Elgin Brush Co., New York, 
and Modern Accessories Co., 
Keansburg, N. J. 

Each firm will retain its 
own identity, but some in- 
tegration of the sales forces 
will take place. Alfred J. 
Pirone continues as presi- 
dent of Elgin and Al Har- 
pootlin remains as president 
of Modern, better known as 
Modac. 


Kennatrack Appoints 


Sidney Sterne has been ap- 
pointed field sales manager 
for Kennatrack Corp., Elk- 
hart, Ind. Mr. Sterne was 
Chicago district manager. 


Newman Rejoins Pretty 


Jerry Newman, a former 
salesman for the firm, has 
returned to Pretty Products, 
Inc., ‘Coshocton, Ohio, as 
merchandising coordinator. 
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VINCENT E. SHERIDAN 


SAMUEL F. ROLPH 


Sheridan New Manager 
Of Norton Door Closer 


Vincent E. Sheridan has 
been named manager of the 
Norton Door Closer Div. of 
Yale & Towne Mfg. Co., Ben- 
senville, Ill. His appoint- 
ment follows the retirement 
of Samuel F. Rolph, general 
manager. 

Mr. Sheridan has been 
sales manager since 1954 and 
has been with Norton since 

(Continued on page 104) 


Warner Appoints Mork 
To Sport Goods Post 


Warner Hardware Co., 
Minneapolis hardware chain 
operation, names John Mork, 
former manager of the firm’s 
Crystal Store, as marketing 
manager for sporting goods. 
He replaces Dick Simkins. 

Herman Ascher, assistant 
manager at the Crystal 
store, succeeds Mr. Mork. 


Lufkin Names Day 
Sales Vice-President 


George H. Day II has 
been elected vice-president 
of sales for Lufkin Rule Co., 
Saginaw, Mich. 

Before joining Lufkin in 
1959 as assistant to the 
president, Mr. Day was 
vice-president of Chicopee 
Mills, Ine. 


GEORGE H. DAY II 


Wholesalers Sponsor 
Management Courses 


The Tenth Annual Whole- 
sale Executive Management 
Course has been scheduled 
for three universities in 
1961. 

These courses, open to 175 
top wholesaler executives, 
are sponsored by the Na- 
tional Association of Whole- 
salers. Tuition of $275 for 
the week-long courses in- 
cludes meals, room, and 
books. 

A course is offered at the 
following schools on the 
dates indicated: 

Ohio State University, 
College of Commerce and 
Administration, June 11-17. 

Wharton School of Fi- 
nance and Commerce, Uni- 
versity of Pennsylvania, 
June 11-17. 

Graduate School of Busi- 
ness at Stanford University, 
Sept. 10-16. 

For information write Na- 
tional Association of Whole- 
salers, 1001 Connecticut 
Ave., N. W., Washington 6, 
D. C. 
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E. H. MEIBEYER 


Meibeyer of Lufkin 
Retires With 41 Years 


E. H. Meibeyer, vice-presi- 
dent and general sales man- 
ager of Lufkin Rule Co., 
Saginaw, Mich., has retired 
after 41 years with the firm. 

Mr. Meibeyer started his 
career in the shipping room 
Between 1922 and 
1926 he traveled as a sales- 
He then became as- 
manager of 
he 
was named assistant sales 
manager and in 1947 he be- 
He has 
been a vice-president since 


in 1919. 
man. 


sistant sales 


precision tools. In 1936 


came sales manager. 


1950. 


Mr. Meibeyer has no defi- 
retirement 
He will divide his 
time between Florida and 
his cabin in northern Michi- 


nite plans for 


activities. 


gan. 


Witte Hardware Holds 
2nd Annual Trade Show 


Witte Hardware Corp., St. 
its 
dealer mer- 
chandise show early this 
Kiel Auditorium. 
More than 2000 hardware 
states 
journeyed to St. Louis to look 
over the wares displayed by 


Louis wholesaler, held 


second annual 
month at 
from 


dealers seven 


200 manufacturers. 


This year’s show held by 
the 112-year-old wholesaler 
event 
which had promoted dealers 
to re- 
quest Witte to make it an 


surpassed the first 
and manufacturers 


annual affair. 


Houston Wholesaler 
Elects E. T. Franks 


E. T. Franks has _ been 
elected vice-president of 
sales for Heitmann, Bering- 
Cortes Co., Houston whole- 
saler. Mr. Franks was vice- 
president of industrial sales. 

Mr. Franks, who joined 
the Bering-Cortes Hardware 
Co. as an office boy in 1924, 
is responsible for all sales 
operations of the 100-year- 
old firm. He has been in 
charge of industrial sales 
since 1959 when F. W. Heit- 
mann Co. and Bering-Cortes 
Hardware Co. merged (see 
HA, Feb. 12, p. 231). 

Mr. Franks is a director 
of the company and was a 
director of Bering-Cortes for 
many years. 


Registration Opens 
For Triple Mill Meet 


Advance registration 
forms have been mailed for 
the 1961 Triple Industrial 
Supply Convention in At- 
lantic City May 23-25. 

Members of the American 
Supply & Machinery Manu- 
facturers’ Assn., National 
Industrial Distributors’ 
Assn., and Southern Indus- 
trial Distributors’ Assn. are 
advised that hotel reserva- 
tions should be made directly 
with the hotel of their choice. 

Headquarters for ASMMA 
is the Traymore; NIDA at 
the Dennis; and SIDA at 
the Shelburne. 


Ames Acquires Assets 
Of Douglas Products 


O. Ames Co., Parkers- 
burg, W. Va., has acquired 
the assets of Douglas Prod- 
ucts, Wyandotte, Mich. The 
Douglas firm makes winter 
tools and garden tools and 
equipment. 

Douglas will operate as a 
division of Ames. C. E. 
Raum will continue as sales 
manager of Douglas. 


34th NHMA Housewares Exhibit Smashes 
Records: Color, Design Outrank Price 


If crowds and buying are 
any measure, optimism ruled 
last week at the 34th NHMA 
National Housewares’ Ex- 
hibit. The show was held 
Jan. 16-20 at Chicago’s giant 
new exhibit hall, McCormick 
Place. 

Color and design got most 
of the attention of show buy- 
ers. Price was a secondary 
consideration as they sur- 
veyed the 150,000 products 
on display. 

Wholesalers bought broad 
lines in depth. By laying in 
heavier inventories than ex- 
pected, they predicted a much 
more active spring selling 
season than had been fore- 
seen in early business fore- 
casts. 

As for records, there were 
909 exhibitors at 2500 booths. 
This is more than any show 
in NHMA history. Dolph 
Zapfel, secretary of the Na- 
tional Housewares Manufac- 
turers Assn., had predicted 
that 25,000 buyers would 
visit the show. Opening day 
convinced him that his esti- 
mate would be eclipsed long 
before the final day. 


New products, such as a 
fold-away electric clothes 
dryer, compact mops, wet and 
dry vacuum cleaners and 
many more were in the spot- 


light throughout the five-day 
event. 

Other new products in- 
cluded sisal door mats in 
many colors, rolling pins in 
aluminum, copper and gold 
with chrome ends and han- 
dles, parsley for the kitchen 
in punch-and-grow boxes, 
bathtub safety rails, bat- 
tery operated clocks, and 
foam rubber fan filters. 


It took visitors a day or 
so to get oriented to the new 
surroundings at McCormick 
Place. However, the smooth 
operation of the hall lost 
little time for visitors. Re- 
ports from the floor indicate 
that buyers who studied the 
Hardware Age housewares 
show guide (see HA, Dec. 29, 
p. 65) lost no time finding 
their way to the booths of 
their choice. 

Transportation facilities 
went off without a _ hitch. 
Many visitors arrived by 
helicopters, from both air- 
ports, or light planes that 
landed on Meg’s Field adja- 
cent to the hall. 


Comments heard among 
visitors included praise of the 
heating system thermostats 
which prevented hot spots; 
no dark areas from high level 
lighting and no pillars; good 
food, the hall restaurant 
ranks with the best. 





Doherty Hardware Co. 
Builds New Warehouse 


The new warehouse-office 
building for Doherty Hard- 
ware Co., Baton Rouge, La., 
is to be completed in about 
90 days. 

Brown- Roberts 
& Supply Co., Ltd., Alex- 
andria, La., wholesaler, 
bought the business of Do- 
herty Hardware last fall, 
but not the real estate. Jack 
Smith, Brown-Roberts buy- 
er, became manager of Do- 
herty Hardware which con- 


Hardware 


tinues operation under its 
name. 

Doherty Hardware will 
move into the new building, 
in the 5900 block on Adams 
St., which will have about 
16,500 sq ft of warehouse 
space plus 1500 sq ft of of- 
fice space. 


Allied Western Plans 


Allied Western Distribu- 
tors, Inc., San Francisco, 
plans to move its offices and 
warehouse to larger quarters 
before June. 
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AND UNCOVER THE HIDDEN GOLD IN 
POWER MOWER PROFITS 


Ne 





THe WLUDER 


18” and 20” Cutting Widths 


COOPER “KLIPPER” Mowers 
deliver unusually long life, 
are extremely safe in opera- 
tion, are self-propelled, easy 
hondling and easy to ma- 
neuver. Simple and positive 
height cutting adjustment - 
Vo" to 234. Ample power 
from Briggs & Stratton 4- 
cycle, 2Y%2 HP engines 
equipped with recoil starters, 
choke-o-matic carburetion, 
no-spill air cleaners and lo- ; 
tone mufflers with exhaust fi 
deflectors. / 


NO OTHER POWER MOWER/ ‘ b 
CAN MATCH IT a 






' 
> 


4A 
AW 























ONLY COOPER DELIVERS ALL 
THESE EXTRA FEATURES 


Fully enclosed chain drive @ Oversized fully en- 
closed Timken bearings @ Unbreakable tubular 
s‘eel handles - standup type for convenient stor- 
age @ Patented; positive action non-wearing clutch - extra strong zine die 
cast alloy construction @ Zinc die cast alloy drive pinions with hardened 


stee! inserts @ Patented “Quickset’’ height adjustment from 2" to 234” 
@ Power driven Weed Clippers (optional equipment) 
tHE Aladdin SUPREME 
'9” and 21” Cutting Widths 
ner gt ENGINEERED FOR - Long Life @ Trouble-Free Operation 
1 @ Peak Lown Mowing Efficiency 
; 
Conveniently located individual wheel ad- 
justment provides quick-set height control 


from l¥" to 3’. Choke-o-matic car- 
J, buretion provides starting, stopping and 
| . speed control from lever at top of handle. 
| Snap-on leaf mulcher standard equipment. 
Famous Briggs & Stratton 4-cycle engines 
with recoil starters. ““Safe-T-Wind” starters 
availabie as optional equipment at extra 
cosf. 


NEW “‘MODEL N’’ 
EDGE’N TRIM 


All controls at stand-up height for operating 
convenience. Choke-o-matic carburetion con- 







Remorkoable 


tro! tor easy starting, stopping and speed Lown and 
control. Simple turn of hand changes from Garden 
edger to trimmer and back again in 3 seconds. Maintenonce 


Adjusts to any cutting angle with no stooping 
or tools needed. Gentile pressure of hand raises 
and lowers wheel to adjust cutting height. Ten 
10) different cutting heights possible. Briggs 
& Stratton 4-cycle engine, with recoil starter, 
new no-spill air cleaner and lo-tone muffler 
with exhaust deflector. New Curb Wheel easily 
and quickly attached or detached. Optional 
equipment at small additional cost. 


pi ty noswanded for literature and Price Schedule 
and iscover the HIDDEN GOLD 
Mower PROFITS. aif nensie: 


BUILT FOR THOSE WHO WANT THE BEST 


COOPER MANUFACTURING COMPANY 


MARSHALLTOWN IOWA 


ool 





983-985 SOUTH FIRST AVENUE 
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News of the Trade 





brief reports of 
MANUFACTURERS SALESMEN 


@ Stanley Electric Tools Div., Stanley Works, New Britain, 
Conn.—Walter J. Finkler from midwest regional salesman 
to western Michigan, northwest Indiana and northeast 
Illinois; Calvin H. Quick, formerly with Airtemp Div., 
Chrysler Corp., to north Texas territory. 


@ Maendler Brush Mfg. Co., St. Paul, Minn. — Carl R. 
Youngman has returned to the firm after several years’ 
absence to cover northeast Pennsylvania; Charles 0. 
Gronert, formerly with Samuel Dell organization, to north- 
east regional manager. 


@ Minnesota Paints, Inc., Minneapolis—Clarence A. Hed- 
lund, formerly a district sales manager in the northwest 
district, to northwest district manager. He succeeds Charles 
B. Rowley who has retired but remains as an advisor. 


@ Proctor-Silex Corp., Philadelphia—William R. Cooney, 
formerly with Westinghouse Electric Corp., to north cen- 
tral sales manager. He replaces John F. McKeown who 
recently became Philadelphia sales manager. 


e W. W. Cross & Co., Div. Plymouth Cordage Industries, 
Jaffrey, N. H.—Fred N. Holbrook has joined Cross to cover 
the area from Washington, D. C., to Canada including all 
of New York state and New England. 


@ Stanley Hardware Div., Stanley Works, New Britain, 
Conn.—George Penndorf, Jr., formerly with Weiser Co., 
to New Jersey. He succeeds John H. Taylor, who has 
retired after 32 years with the Stanley firm. 


e J. Wiss & Sons Co., Newark, N. J.—Daniel F. Whelan, 
who covers Missouri and Kansas, has added Illinois and 
western Indiana to his territory. 


@ Savogran Co., Norwood, Mass.—Bruce A. Bartell, paint 
and hardware salesman, to district manager in northern 
Illinois, northern Indiana, eastern lowa. 


@ Beaver Pipe Tools, Inc., Warren, Ohio—William W. 
Mastern from southern Ohio to regional sales manager. 


@ Empire Varnish Co., Cleveland—William E. Clark, Jr., 
formerly with Wooster Brush Co., to eastern Ohio. 





Warner Hardware Co., hard- 
ware chain with headquarters 
in Minneapolis. The 8600 sq 
ft, .air-conditioned store is 
the major tenant in this cen- 
ter and is the twelfth Warner 
store in the greater Twin 
City area. 


News About Dealers: 





(Continued from page 98) 


formerly operated a business 
in Lehi. The Smiths will re- 
main as consultants to Mr. 
Pendleton for a short time. 





Langford, S. Dak. — Gul- 
lickson Hardware recently 
held an open house to cele- 
brate the completed remodel- 
ing of the store. According 
to owner Marvin Gullickson, 
the store now has a new 
front, inlaid linoleum, new 
lighting and many other fea- 
tures necessary to modern 
hardware merchandising. 


WARNER’S SUPERHARDWARE 
has been opened in the Val- 
ley Plaza shopping center by 


Rochester, N. Y. — NIb- 
LACK & EPPINGER hardware 
store at Ridge Rd. and Good- 
will St., has been purchased 
by Ben J. LaCorte and his 
wife, Clara LaCorte. 


Danbury, Iowa — Richard 
Langel of LANGEL’S FARM 
STORE has purchased Fitz- 
patrick hardware and fur- 
niture store from Henry 
Fitzpatrick. Mr. Fitzpatrick 
has operated his store for 65 

(Continued on page 102) 





quick cheek 
“of a fast selling linge NO PERFORATED 


WALLBOARD 
=f Ws ACS el needed with 


‘chen tools 
‘ust 4 of more than 100 fast neni 
ee > ets by Turner eee 
or oe oer of American Home 
re 


wm FOR EVERY PRICE—10c to $25.00 N HEAVY DUTY 
\ 
\ 


\- 


‘ 


AN ITE 


MEREULES* 


*Patent Applied For 


HOOKS 


Solves the problem of 
storing heavy and bulky 
items. HERCULES 
HOOKS are heavy duty, 
made of 14” electro- 
plated steel. 


HERCULES HOOKS slip 

over the common 1”x4” 
— i | wood board—no big in- 
PEELER, stallation...no _ perfo- 
No. 394 « | fated wallboard! 


_ Designed and manufac- 

tured by Kerr, nationally 

For complete information and catalog of all farnous for the original 

100 T & S items, write today PIN-UP’S, and backed 

by the Kerr assurance of 
quality and service. 








ER, 
$o.'391 


OT 








: a aeante & SEYMOUR MFG. Co. 
0 | CONNRETICEF 
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3 Reasons Why.... 


Your Profits Increase 
When You Sell DISPLAY! 


ite \ with the purchase 
Quick-Wedge SCREW- “HOLDING @ Screwdrivers in X \ P 
TENGE o) = =) -10) 8s 
You make a greater Dollar = ae s 
Profit for every Quick- : , ee | eer i ASSORTMENT 
Wedge® Screwdriver you sell. | . : ibis I | ne Zip lele 


y It takes the same amount — | i WY ' The HERCULES HOOKS 
of time to sell a Quick- | ; < | : 


Wedge® as it does to sell an ordi- ee oe 4 = 7 = carded and pre-priced, 
nary screwdriver. . TAP 4 Noe ee : include straight, curved, 
¥ 1 ae double straight, double 
Quick-Wedge® ““Screw-hold- =F im Me it i lic curved and shelf brack- 
ing’’ Screwdrivers are ee Wine nee ih ite ets. They are between 2” 
needed and wanted by every one | We 1; : tf and 12” long. Order the 
acai ata ~~ He Wo i. |) BRS a 
ATL : 4 | a A ee” be now and get the free 

display. 








This combination means volume sales — 
more profits for you when you sell Quick- 
Wedge™® Screwdrivers. 


! nN : 
ADVERTISED Quick-Wedge® gives you conveni- 


ence of handling, too with these 
hard-hitting dispiays 


THE KERR WIRE PRODUCTS CO. 
933 N. Cicero Ave., Chicago 51, I/II. 
Send literature and prices 

Take advantage of Quick-Wedge*" sales C] P 

appeal! Show your customers a Quick- 
nationally advertised in LIFE Wedge® whenever they ask for a screw- 
unconditionally guaranteed driver .. . You'll seldom miss a sale. 


ORDER A DISPLAY TODAY... or write 
KEDMAN COMPANY 
P.O. Box 267 — Salt Lake City, Utah 
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Unusual Packaging 


Gives You What YOU Wanted 


Attractive, Uniform Bex — All 
skates are packed in this same 
size box. Identification of the 
skate inside on one end of 
each box. Easy to open. 


Neat Shelving — Uniform siz- 
ing gives you clean storage 
. @asy-to-manage stock. 


Counter Display — Each box converts into a colorful 


display, ideal for crowded counters. 


Carry-out Case — A diecut handle in the box converts 
it into a take-home carrying case. No need for special 
wrapping. 


It all adds up to quality packaging of top quality roller 
skates to help you. 


CHICAGO ROLLER SKATE COMPANY 


4456AWest Lake Street @ Chicago 24, Illinois 
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. News of the Trade 


news in brief of 


MANUFACTURERS’ AGENTS 


@ Heyman-Dorn & Co., Philadelphia—John W. Heyman 
and Robert L. Dorn have formed a partnership to repre- 
sent housewares manufacturers in the Pennsylvania area. 
Mr. Heyman is a former representative for Republic Mold- 
ing Co., a line the new agency will handle. Mr. Dorn 
was a representative for Mirro Aluminum Co. for the 
past 14 years. The firm will have two addresses: For 
Philadelphia, Box 42, Roslyn, Pa., and for central Penn- 


| sylvania, Box 193, Camp Hill, Pa. 


@ P. H. Krull Co., Kansas City—Paul H. Krull has es- 


| tablished this agency to cover Missouri, Iowa, Kansas 


and Nebraska. Mr. Krull was sales manager of Newco 
Mfg. Co. and a former representative for Nixdorff-Krein 
Mfg. Co. The agency is at 6100 Walnut St. 


@ Loma Industries, Fort Worth—Western Pennsylvania 
and West Virginia, covered by the late Lou Harmelin, 
to his associate, Charles Butler; eastern Pennsylvania, 
southern New Jersey, Maryland, Delaware, Washington, 
D. C., and Virginia to Gayle & Gee Co., Medford, N. J. 


@ Ideal Corp., Brooklyn—Maine, New Hampshire, Mas- 
sachusetts, Vermont, Rhode Island, Connecticut (except 
Fairfield County) to Norman Lewis & Co., Boston; Fair- 
field County, Conn., to Edward J. Kane Co., New York. 


@ Hildreth-Baker, Inc., Boston—Lew Rollinson has joined 
this agency to cover New York state. Since 1930 Mr. 
Rollinson has been a housewares and notions buyer and 
later, treasurer of Pratt & Farmer Co., New York. 


@ Davis Products, Inc., Van Nuys, Calif.—Washington, 
Oregon, western Canada and Alaska to G. Carl and Fred 
Erickson with headquarters in Seattle, Wash. 


@ Master Metal Products, Inc., Buffalo—Western Penn- 
sylvania, Youngstown, Ohio, and the West Virginia pan- 
handle to Jerry Weisenbacher of Pittsburgh. 


@ Slater Electric & Mfg. Co., New York—Indiana to 
Ronald Giles of the Giles Agency, Indianapolis. 











Value of Wholesalers 
Discussed by Talley 


Are wholesalers necessary? 
This provocative question 
was the subject of a thought- 
ful talk made recently at a 
meeting of the Southwest 
Distributors Assn. by W. E. 
Talley, marketing manager, 
Winchester-Western Div., 
Olin Mathieson Chemical 
Corp., New Haven. 

The talk, entitled ‘Part- 
ners for Profit,” is a care- 
fully documented review of 
the wholesaling function, 
changes that are taking 
place, and the outlook for the 
future. 


It concludes with the opin- 
ion that a modern wholesaler 
is an important part of eco- 
nomical distribution. ‘““Know- 
ing your market, being cus- 
tomer-oriented, does pay off 


and profits all partners,” Mr. 
Talley emphasizes. 

Because of the interest in 
this talk, it has been re- 
printed. Copies of this re- 
print may be obtained, while 
the supply lasts, by dropping 
a note to HARDWARE AGE. 


News About Dealers: 
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years. Mr. Langel will run 
the store in conjunction with 
his feed and farm supply 
business. 


Jackson, Mich. — MILLErR’s 
HARDWARE has opened at 
Wildwood and Airport Rds. 
The store, operated by Mr. 
and Mrs. Arthur Miller, of- 
fers a unique feature. All 
service and repair work is 
done in a drivein basement 
workshop. 





BE eM New 07 balleock 


Hi-RED™ Plastic 
SCREW ANCHORS 


PACKAGED TO SELL—SELF-SERVICE 
CARDS, KITS OR CARTONS! 


This is a quality anchor that sells on sight 

.a good repeater. Can be used indoors 
or outdoors in any material. No special tools 
required! Superior holding power proved by 
Pittsburgh Testing Laboratory. 


SILENT... 
DEPENDABLE... 
TROUBLE-FREE 





“for those 
who demand the best”’ 


Nationally advertised 
BIG SELLER! 


SEND ‘'Hi-RED' SAMPLES. 


LIFETIME ANCHOR =| NAME. 


Sizes for No. 4 screw | 
up to 2” lag . . FIRM 
size marked on every | STREET 


anchor. 
| CITY 











With the Mansfield 07, you can 
provide your customers with the 
finest ballcock .. . satisfy their 
demands for dependable operating 
efficiency, long service life and quiet- 


ness ... eliminate call backs. 








TRADE MARK REG 


Simplified construction of the 07 
463 ELM STREET * SYCAMORE, ILL. 


incl lifeti l ] 
Want more facts? Circle 175, p. 57 includes lifetime nylon valve seat, 











working metal parts—both of which 
are protected from water and electro- 
lytic action. All internal parts can 
be easily reached. No links and rivets 
to etch away or split leathers and 
“QO” rings to leak. 


wiih \, .°* 
ers we 
wt 


- 
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a 
o 
; ’ ‘ we 
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STA R | 


BLADE TYPE and SERVICE SHARES 


FULLY GUARANTEED AS TO 
QUALITY, FIT, AND FINISH 
Get complete details now 
STAR MANUFACTURING COMPANY 


DIVISION OF ILLINOIS IRON & BOLT CO. 
CARPENTERSVILLE, ILLINOIS, U.S.A. (Est. 1873) 


Water flow easily adjusted 

Adjustments on float rod and refill 
outlet control water flow into tank 
and bowl. Silent operation is further 
assured by specially designed 
silencer, bottom outlet, PVC hush 
tube and quick shut-off. 


The 07 prevents back-syphoning 
and meets all code requirements. 
Packaged ina sturdy corrugated box, 
24 boxes to a master carton. For full 
details, request bulletin LL-8624. 


AA-9694 








No Extra Cost 


At no extra cost is a built-in Anti-Syphon device. 
This is a plus benefit. It contributes to better sanita- 
tion and protects health. When bottom of the body 
casting is above the overflow tube it is impossible for 
the water in the tank, or bowl, to syphon back into 
the drinking water supply line. 


Manafld_ ee MANSFIELD saniTARY, INC. 


PERRYSVILLE, OHIO | 


| neoprene diaphragm and only 2 
J 
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McDermand of Mirro 
Retires After 41 Yrs 


Charles C. McDermand, 
assistant to the president, 
has retired after 41 years 
with Mirro Aluminum Co., 
Manitowoc, Wis. 


Mr. McDermand joined 


CHARLES C. McDERMAND 


Mirro in 1919 as a member 
of the advertising depart- 
ment. In 1926 he _ trans- 
ferred to the sales depart- 
ment, and in 1928 he or- 
ganized the premium sales 
department. Four years 
later he moved to the gen- 
eral sales division and took 
his last post in 1955. 

Mr. McDermand will 
spend his retirement in Fish 
Creek, Door County, Wis. 


Landers Elects Two 
New Vice-Presidents 


Landers, Frary & Clark, 
New Britain, Conn., pro- 
moted two executives to vice- 
president last week. 

Robert E. Morrill, sales 
manager of national accounts 
since May, is now a vice- 
president and will continue 
his current responsibilities. 
He has been with the firm 
since 1946. 

Norman P. Levine, director 
of purchasing and planning, 
was elected vice-president 
and he will also continue his 
current responsibilities. He 
has been with the firm since 
1959. 


Dennis Mitchell Names 
Seven to Higher Posts 


Seven executives have 
been promoted to new posts 
in a realignment of man- 
agement by Dennis Mitchell 
Industries, Philadelphia. 

Those promoted and their 
new posts are: Jerome Jas- 
senoff, sales vice-president 


of the housewares division; 
Gervais H. Strattca, resident 
sales manager of house- 
wares; Arthur Wetstone, 
sales vice-president of the 
juvenile division; Joseph 
Gross, resident sales mana- 
ger of juvenile; Marvin Par- 
met and Jerome Bass, as- 
sistant sales manager of 
both the housewares and 
juvenile divisions. 

Molly A. Zogott, director 
of sales promotion and ad- 
vertising, has been named 
to the newly created and 
additional post of assistant 
to the president. 


Entries Sought For 
Industrial Ad Awards 


Entries are now being ac- 
cepted for the Tenth Annual 
Advertising Awards Pro- 
gram conducted by the ad- 
vertising and awards com- 
mittee of the National and 
Southern Industrial Distrib- 
utors’ Associations. 

Members of the American 
Supply & Machinery Manu- 
facturers’ Assn. have been 
invited to submit their 1960 
trade magazine advertising, 
direct mail and catalog pro- 
grams for the contest. Ad- 
vertising agencies are also 
invited to submit entries for 
their clients. 

Entries must be in by 
Feb. 17. Winners will re- 
ceive plaques at the Triple 
Supply Convention, May 23. 

Correspondence and_  en- 
tries should be sent to Rob- 
ert G. Clifton, secretary of 
the committee, 1900 Arch 
St., Philadelphia 3, Pa. 


Supplee-Biddle-Steltz 
Presents Line Award 


The “Line of the Year” 
Award given by Supplee- 
Biddle-Steltz Co., Philadel- 
phia wholesaler, has been 
awarded to Remington Arms 
Co., Ine. 

Presentation of a plaque 
was made by Wm. Geo. 
Steltz, Jr., president of the 
wholesaler, and accepted by 
Dewey Godfrey, vice-presi- 
dent of Remington Arms. 

The ceremonies took place 
during a luncheon in con- 
junction with a_ two-day 
sales meeting in Philadel- 
phia. 

The wholesaler’s Annual 
WGS Award was presented 
to company salesman Abra- 
ham Gubin for his outstand- 
ing community and civic 
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activities. He received $100 
and a plaque. 

The top 20 Supplee-Biddle- 
Steltz salesmen for 1960, in 
the following order, were: 

Jack Levene, Robert Ros- 
ner, Irving Wilson, Murray 
Levene, Jack Ziskin, Donald 
Rasch, Joseph Bradley, Wil- 
liam Haeberle, Blair Deal, 
O. D. Howard, Herman EI- 
lenbogen, William Zeigman, 
Elmer Paley, Alan Koch, 
Harvey Matlack, Emanuel 
Leventelis, John O’Connell, 
Edward Levy, Issac Rogers, 
Carl Ullman. 


Huntoon of Seidlitz 
Tranfers to Davis 


Joe C. Huntoon, formerly 
sales vice-president of Seid- 
litz Paint & Varnish Co., 
Kansas City, Mo., has trans- 
ferred to the same post at 
H. B. Davis Co., Baltimore, 
Md. Both firms are divisions 
of Consolidated Coztings & 
Chemicals, Inc. 

Duane R. Syvrud, formerly 
trade sales manager, has 
moved up to sales vice-presi- 


dent of Seidlitz. Harold F. 
Ward, formerly, Wichita dis- 
trict manager, has become 
trade sales manager. 


Sheridan New Manager 
Of Norton Door Closer 


(Continued from page 98) 


1925. He will headquarter at 
the new general office and 
national distribution center 
opened Jan. 23 at Bensen- 
ville, a suburb of Chicago. 
George M. Bailey, assistant 
to the president, will direct 
operations at the Berrien 
Springs, Mich., location un- 
til further notice. 

Mr. Rolph started his ca- 
reer as a messenger boy in 
1907 at Yale & Towne’s 
Stamford, Conn., plant. 
Through the years, Mr. 
Rolph headed contract hard- 
ware sales and organized an 
automotive lock division. He 
became general manager in 
1947 and also was vice-presi- 
dent of Norton Pacific Sales 
Co., a subsidiary at San 
Francisco. 





OBITU 


ARIES 





Frederick H. Dorn 


Frederick H. Dorn, 84, 
salesman with Edw. K. Try- 
on Co., Philadelphia whole- 
saler, died suddenly Dec. 27. 
Mr. Dorn, who has been 
with Tryon since 1933, start- 
ed his career in the hard- 
ware business as a $100 per 
year errand boy in 1893. In 
1900 he began travelling 
and had covered the same 
route, by train, ever since. 
He was previously associated 
with Simmons Hardware of 
Philadelphia. Mr. Dorn was 
a member of the Hardware 
Age Fifty Year Club (see 
HA, Aug. 13, 1959, p. 126). 


©. F. Torbron 


O. F. Torbron of Austin, 
Texas, diec recently follow- 
ing an ili.ness of several 
months. Mr. Torbron was 
with Lamson & Sessions Co., 
Cleveland, for more than 25 
years. Mr. Torbron was a 
past-president of the Texas 
Hardware Boosters and the 
Tenemar Boosters. 


Charles H. Penney 


Charles 
owner of C. H. Penney 


H. Penney, 67, 


Builders Supply and _ hard- 
ware store, Mars, Pa., died 
in late December. Mr. Pen- 
ney, who operated his store 
in Mars for almost 40 years 
also operated a _ store in 
Zelienople, Pa. 


Howard B. Arnold 


Howard B. Arnold, 77, re- 
tired founder of Dayton 
(Ohio) Builders’ Supply Co., 
died Dec. 24. Mr. Arnold 
was honored in April 1960 
at the Dayton Builders Ex- 
change for his service as one 
of its founders and directors. 


Anthony J. Kroupa 


Anthony J. Kroupa, 84, 
Racine, Wis., hardware 
dealer, died Dec. 22 after a 
five week’s _ illness. Mr. 
Kroupa, proprietor of 
Kroupa Hardware Co., was 
a past-president of the 
former Racine Hardware 
Assn. 


Joseph J. Tucker 


Joseph J. Tucker, 74, re- 
tired Hot Springs, Ark., 
dealer, died recently at a 
local hospital. 








West Bend Aluminum 
Celebrates 50th Year 


Fifty years ago West Bend 
Aluminum Co. started man- 
ufacturing seven types of 
cooking utensils from a new 
metal called aluminum. To- 
day, the firm produces more 
than 450 different aluminum 
housewares and _ appliance 
products. 

The housewares firm, with 
headquarters in West Bend, 
Wis., built the first section 
of its factory in 1914 and 
began nationwide distribu- 
tion. There have been seven 
additions to this plant since. 

West Bend has a plant in 
Hartford and one in Rock- 
field, in Wisconsin. The firm 
also has a plant in Barrie, 
Ont., which has been ex- 
panded twice. 

Merchandise specials for 
dealers, national promotion 
programs, and a special 48- 
page book on the company’s 
history will highlight West 
Bend’s golden anniversary 
year of 1961. 


Carter's Reorganizes; 
Makes Appointments 


As part of a reorganiza- 
tion program, Carter’s Ink 
Co., Cambridge, Mass., has 
made several new appoint- 
ments. The company has also 
divided its marketing division 
into two sections, planning 
and sales. 

W. M. Fletcher has been 
named director of sales. He 
is succeeded as manager of 
general sales by J. S. Raw- 
ding. Forrest Jones replaces 
Mr. Rawding as mid-south- 
west district manager. 

A. G. Schumacher has been 
named director of market 
planning. 


Warner to Replace, 
Expand Two Stores 


Warner Hardware _ Co., 
Minneapolis hardware chain 
operation, will replace two 
of its stores with new, 
larger stores. 

The Uptown Store in Min- 
neapolis, one of Warner’s 
oldest, has been sold. It will 
be replaced shortly by a new 
store, 2% times larger, in 
Golden Valley, a suburb of 
Minneapolis. 

The Downtown Store in 
St. Paul will be closed and 
subsequently replaced in 
that city by a larger opera- 
tion with adequate parking. 





HA Photo Angles 


A report in pictures 
of events in the trade 


Curtiss Johnson, left, receives the Presi- 
dent's Trophy from Leon C. Warner, 
president of Warner Hardware Co., 
Minneapolis hardware chain operation. 
Mrs. Johnson looks on at the company's 
annual President's Dinner at the Min- 
neapolis Athletic Club. Mr. Johnson, a 
contract hardware salesman, won the 
award and a gift certificate for out- 
standing sales achievement. Edward 
Patch and James Lepeska, Warner sales- 
men, received merit awards. 


D. S. Poulton, director of 
sales and marketing, Columbus 
Plastic Products, Inc., Colum- 
bus, Ohio, discusses company 
plans to meet, what president, 
G. W. Keny, describes as “the 
most competitive year in our 
history—1961."" At the speak- 
ers’ table during the recent 
two-day sales meeting are, 
left to right: W. J. Braley, 
vice-president; Mr. Keny; Mr. 
Poulton; R. E. Hill, sales man- 
ager; W. C. Liebler, | sales 
promotion manager. 


This panel of dealers presides at one of a series of dealer meetings conducted 
by Black Hardware Co., Galveston, Texas, wholesaler. Sessions were held in 
10 Texas cities. More than 500 dealers attended. Focal point of the meetings 
was the Black dealer advertising program on merchandise selected by a com- 
mittee of Black dealers. Harry Black, president, and H. H. Haden, sales 
manager, conducted the meetings. Shown during a meeting, left to right: 
Harnell Arnold, A & C Co., Pearsall; Tom Cater and Henry Priesmeyer, National 
Hardware, New Brunfels; Harold McLaughlin and Nathan McLaughlin, McLaugh- 
lin Hardware #1, San Antonio. 


' : 
: 


| : 
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Classified Opportunities Section 


REPRESENTATIVES WANTED 


REPRESENTATIVES WANTED 





ACCOUNTS WANTED 





TERRITORIES OPEN 
THROUGHOUT U.S.A. 


Manufacturer of fine bathroom 
hardware and accessories opening 
new sales distribution system. 
Items are well known in the hard- 
ware, architectural and building 
trades, having been manufactured 
for the past 12 years. Qualified 
manufacturers’ reps are needed in 
all major marketing areas. We 
are also interested in foreign rep- 
resentation. Contact immediately 
by phone, wire, or mail. 


Fred Hartenstein 


DEL MAR 


MANUFACTURING COMPANY 
12901 S. Western Avenue 
Gardena, California 

Phone: FAculty 1-5187 








MANUFACTURER'S REPRESENTATIVE 


Wanted by Manufacturer of complete competitive paint 
line for Sales Representatives now calling on the 
retail trade in paint, hardware, lumber yards and 
chain stores. Maine, Pennsylvania, South Jersey, 
Maryland, Washington, D. C., North Carolina, South 
Carolina, Virginia, Georgia, Alabama, Tennessee, 
Kentucky and Florida. Liberal commission and ex- 
elusive territories. Write complete details re: Lines 
now carried, number of salesmen, territory covered and 
terms and conditions. Arthur Rose, Paragon Paint & 
Varnish Corp., 5-49 46th Avenue, 


New York. Long Island City, 








REPRESENTATIVES WANTED 


Leading manufacturer of quality builders 
hardware competitively priced featuring com- 
plete line of aluminum thresholds, closet rods, 
door stops, door closers, grilles, push bars, 
etc.. with choice territories available. Write 
stating full particulars. LUSTRE LINE PROD- 
UCTS, 53 N. 2nd Street, Philadelphia, Pa. 








REPRESENTATIVES WANTED 


EXCELLENT LINE for sales representatives 
calling on the retail trade in hardware, de- 
partment, variety and chain stores. Item has 
excellent repeat business! Good commissions. 
Write, giving territory and background. 


MIDWEST PLASTICS INCORPORATED 
208 Bates Avenue St. Paul 6, Minn. 











METROPOLITAN NEW YORK AND EAST- 
ERN PENNSYLVANIA EXCLUDED. Repre- 
sentatives to cover 50 states with a fine line of 
measuring tools and devices. This line has been 
nationally advertised for years and the demand 
is there. Original, lightly competitive and of 
sales interest. Write P. O. Box 998, Grand Cen- 
trai Station, New York City, N. Y. 

WANTED EXPERIENCED CUTLERY 
SALESMAN to sell our line in Iowa and 
Nebraska. Attractive proposition for the right 
man. Write giving full background to Queen 
Cutlery Company, 10 Commerce Court, Newark 
2, New Jersey. 





SALESMEN WANTED 


Due to the continuing growth of our dis- 
tribution, we will shortly have several addi- 
tional opportunities available in our nation- 
wide sales organization. If you have had 
some sales experience in paint or hardware, 
we would welcome an inquiry from you. We 
seek intelligent, full time, aggressive sales 
representation. Regardless of the area in 
which you live, if you are interested in af- 
filiating with a growing company, and wish 
a good future in sales, write us about your- 
self in confidence. A personal interview 
will be arranged in your home city. Write 
T. W. Evans, Sales Manager, c/o American 
Brush Corporation, Franklin and Elm Streets, 
Chicago 10, Illinois. 








TERRITORY OPENING 


Nationally known Manufacturer of Quality 
Trim Hardware and Cabinet Hardware has an 
opening in the following states: Missouri, lowa, 
Kansas, Nebraska, Washington and Oregon. 
State full resume of your operation in reply to 
Towne Hardware Division, 144 East 44 Street, 
New York 17, N. Y 











PAINT BRUSH SALESMEN WANTED 


Several protected territories open for men with 
established following now calling on Paint, 
Hardware Stores and Lumber Yards, etc. Give 


all particulars first letter, all inquiries held 
strictly confidential. Write: Majestic Brush 
Mfg. Corp., 210 W. 29th St., New York |, 
New York. 








EXPERIENCED HARDWARE SALESMAN 
WANTED full line Illinois Hardware Wholesale 
House needs experienced traveling salesman. Ter- 
ritory established. Send resume giving experience, 
age, references and qualifications. Replies con- 
fidential. Write Box 111, c/o Harpware AGE, 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


SEVERAL TERRITORIES OPEN for Bar 
B Q accessory to wholesalers. $4.95 list, volume 
item, by Minnesota Manufacturer. Write Box 
108, c/o Harpware Ace, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 


REPRESENTATIVE WANTED for states ot 
Minnesota, North and South Dakota and Wis- 
consin calling on wholesalers and large dealers in 
hardware, building supplies, garden supplies, de- 
partment stores for quality line of Aluminum 
Mail Boxes, Weathervanes, House Signs, Stud 
Finders and Door Viewers. Liberal commission. 
Remington Hardware Company, 100 Greenwich 
Street, New York 6, New York. 


ACCOUNTS WANTED 


WELL ESTABLISHED MANUFACTUR.- 
ERS’ REPRESENTATIVE open for additional 
Hardware, Housewares or Garden line for Metro- 
politan New York and New Jersey. Concentrated 
persistent coverage of Hardware, Housewares and 
Garden Wholesalers, Rack Jobbers, Chains and 
Catalog Houses. Excellent Reputation in_ trade. 
Write Box F-18, c/o Harpware Ace, Chestnut 
& 56th Sts., Philadelphia 39, Pa. 











PAINT BRUSH REPRESENTATIVE—how 
would you like to augment your income with a 
top notch brush line for the hardware store— 
priced competitively. Openings in Kentucky, Ten- 
nessee, North Carolina. Write detailing experi- 
ence. Box 107, c/o Harpware Ace, Chestnut & 
56th Sts., Philadelphia 39, Pa. 
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UNHAPPY, talk to us confidentially about 
your sales. Ten years housewares, hardware and 
premium sales experience. We know and SELL 
all in New York (metropolitan) and New Jersey 
real market feel. Write Box P-41, c/o Harp- 
waRE AcE, Chestnut & 56th Sts., Philadelphia 
39, Pa. 


CANADA 


Manufacturers representative with office in 
Montreal calling on wholesale hardware trade 
in Eastern Canada, requires additional line 
on exclusive basis. Long established and well 
known to the trade. Write 


Box P-3!, ¢/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 








NEW LINES WANTED 


Jobbers, Builders Hardware Jobbers, O.E.M. 
15 years highly successful experience in 
builders hardware industry including top ex- 


perience with one of largest full line builders 
hardware manufacturers. Covering Illinois. 
Indiana, Michigan, Wisconsin. We do a 
thorough marketing job. 
Write Box 103, ¢e/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 











WANT SALES RESULTS? We _ get them 
because we concentrate in Michigan, Ohio, Indi- 
ana. Will handle two additional lines-—only 
highest grade considered. Write Box A-10, c/o 
HARDWARE Ace, Chestnut & 56th Sts., Philadel- 
phia 39, Pa. 





WANTED GOOD SPECIALTY, housewares 
and non-food lines. New Chicago broker, aggres- 
sive and hungry, knows manufacturers’ problems 
and how to get results. Write Box 113, c/o 
HARDWARE AGE, Chestnut & 56th Sts., Philadel- 
phia 39, Pa. 





MANUFACTURERS’ REPRESENTATIVE 
established over 35 years with two men covering 
Metropolitan New York calling on high grade 


lumber and hardware dealers seeks additional 
quality line. Write Box P-17, c/o HARDWARE 
Acre, Chestnut & 56th Sts., Philadelphia 39, Pa. 


HELP WANTED 


WHOLESALE HARDWARE catalog’ com- 
piler experienced in all lines of hardware. Estab- 


lished mid-west catalog publishing house. Write 
full resume, salary desired, etc. Box P-37, c/o 
Harpware Ace, Chestnut & 56th Sts., Philadel 


phia 39, Pa. 


BUSINESS OPPORTUNITIES 





NEW BUILDING OR REMODELING 


We can help you. We assist you to de- 
termine store location, size, _ interior, 
exterior, and display fixtures. Write for 


reasonable rates, which will save you 
money. Box M-27, c/o HARDWARE AGE, 
Chestnut & 56th Sts., Philadelphia 39, 
Pa. 











FOR SALE NORTH JERSEY SHORE Hard- 
ware, Houseware, Marine supplies established 25 
years, high income area, includes building inven: 
tory fixtures and warehouse price $300,000. Write 
Box 110, c/o Harpware Ace, Chestnut & 56th 
Sts., Philadelphia 39, Pa. 





BANKRUPT STOCK LOCATED HOUSTON, 
TEXAS, approximately 95,000 round and flat head 
stove bolts, bright and galvanized, *% and % 
diameter, 1 to 3% inch lengths. $2,500. Also 
stock of Pettit paints. Complete inventories on 
request. Box 112, c/o Harpware Ace, Chestnut 


& 56th Sts., Philadelphia 39, Pa. 


POSITIONS WANTED 





HARDWARE BUYER-Merchandiser, Admin- 
istrator, Sales Promotion Director. 12 years 
diversified hardware experience covering all mga 
of the hardware wholesale business. Capable of 
taking over profitable direction of hardware, 
garden supply organization. Presently associated 
with multimillion dollar New York City hardware 
wholesale organization. rite Box 109, c/o 
Harpware Ace, Chestnut & 56th Sts., Philadel- 
phia 39, Pa. 





ad An >< 


Soluble PLANT tele) Complete 


FAST SELLING, NATIONALLY ADVERTISED 


Now demanded by millions for houseplants, flowers, vegetables, lawns 
igardens. Produces vigorous, beautiful growth in all plants quickly. Pays 
dealer 33149, profit. Attractively packaged for display. Does not deter- 


iorate, is clean, odorless and SAFE. Dissolves instantly in water for use 
| l-oz. makes 6 gallons liquid plant food. 
Retai! Price Dealer & Grower Cost 
a %, oz. pht. 15¢......48 to case. — wt. 3 Ibs...... $4.80 case 
2 0z. can 29¢ 36 to case. — wt. 7 Ibs...... $6.96 case 
Soz. can 24 to case. — wt. 11 Ibs.......$9.44 case 
m4 


10 oz. 7 case. — wi. * ae 380 case 

2 Ibs. to case. — wt. 15 Ibs.... case oe wavs 
SETTER MOUSENCLO 5 ibs. 4 to case. — wt. 24 Ibs. $13.20 case _ 
Larger Sizes Available. If Jobber Can't Supply, Order Direct. 


EH. TATE CO. © 251 CAUSEWAY ST. © BOSTON. MASS. Write for list of other ONeX home and garden products. 
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Want more facts? Circle 178, p. 57 
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Literature SCREW ANCHORS and JACK NUTS. ~~ Reading, Po 


Reading, Pa. 
Want more facts? Circle 180, p. 57 
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MARSHALLTOWN TROWEL COMPANY « MARSHALLTOWN, IOWA 
Want more facts? Circle 181, p. 57 























| S i NOW! Cash in on a 100 Million Dollar Business! 
Shelf f , | - 


Support WI Sell the 4 out of 5 women customers 
B. . Stock Lengths ‘12 ft NO who own and use a sewing machine! 
Adjustable : 


Pole | riree St nV OAA ae the “Busy Susan” on your 
Socket | ree viep | : - er and let it sell 
Adjustable _ for you! 


: Flange a | 7 New." 
— 3 “A @ | ; Y. Ue 5 YEARS OF 
taster Tk ' 0/7 “e371 1h - 
Standard ew. & 4 <te ~ BAIS AI | ad MERCHANDISING 
fe. : | SS RESEARCH 
PROVIDE YOU 
WITH ONLY 
FAST MOVING 











16) 
Chrome or Brass 


7 = - L l ITEMS! 
HANG RODS « Baie EY cians 


ee SLOW-MOVING 
relate, fittings ITEM! 





—" BACKED BY A 
Keyhole 


hole % j if WRITE NOW FOR 102-YEAR-OLD 
Standar . | COMPLETE DETAILS! FIRM! 











_ | T REASONS WHY THIS SELF-SERVICE SEWING FESS ST AV VERE 8 Tey.) | = 
Flange ® Many other fittings (¢ ACCESSORIES DISPLAY IS A MUST: SEWING MACHINE COMPANY 


1. SPACE SAVING—Takes up air space, not floor space. Only 
available shail adimetie | PARTS & ACCESSORIES DIVISION 


© ° | P. 0. Box 25901, Los Angeles 25, California 
® Large stocks for immediate 2. CASH & CARRY-—Low Prices, from 25¢ to $1.49, mean cash 4 gene ieee 
shi pment . | purchases. GENTLEMEN: | am interested in increasing my 


ane gross sales NOW! Please send me full details 
® Low prices! — . GOOD PROFITS—Over 6624 % profits on cost. | on the complete New-Way Accessory Line. 





3 . ATTRACTIVE DISPLAY—Revolving rack, with colorful pack - 
e We also make to order “3 ages. g NAME 
. TRAFFIC GETTER—A complete sewing machine notions de- FIRM 
partment to bring in new customers. ADDRESS 
G Cc re) * p . REPEAT BUSINESS—Provides all the accessory needs of CITY 

S. PARKER HARDWARE MF . . women who sew—keeps your customers coming back. | 
Quality Hordw ce | _ EASE OF HANDLING—F.0.B. your warehouse or store. All * STATE 
transportation pre-paid to your ware house. | PHONE 
i 


Want more facts? Circle 182, p. 57 | Want more facts? Circle 183, p. 57 























27 LUDLOW STREET © Phone WAlker 5-6300 © NEW YORK 2,N. ¥ 











\ Heavy Wall Chrome 
+i ) or Brass Rods, 17 & 1%" O.D. ¢ | | 
. | 
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Index to Advertisers 


THE ADVERTISERS INDEX is published as a convenience and 


not as a part of the advertising contract. 


Every care is 


taken to index correctly. No allowance will be made for 


errors or failure to 


a 


American Chain Div. 
American Chain & Cable Co. 

Ames Co., O.. 

Animal Trap Co. 

Atlas Tack Corp.. 


of 


Barrett Sales & Mfg. Co., 
Bethlehem Steel Co. 
Brown, Inc., John Clark 


Inc. 


Cc 


Capito! Mf Co 
Chicago Ro ler Skate Co.. 
Cleveland Mills Co. 
Cooper Mfg. Co. 


Dempster Mill Mfg. Co. 
Disston Div. 
H. K. Porter Co.... 
Du Pont de Nemours & Co. 
Polychemicals Dept. ‘‘Zytel'’ 


E 
Edward Can Co. 
Elite Sales Corp. 
Everedy Co. 


Foley Co 
Fronktin y ey & Rubber Co. 
Fuller Tool Co., Inc. 


America. 


80 


62 
79 


na uae 
102 


100 


78 
34 
96 


insert. 
G 
Graham & Co., John H. 
Bevin Bros. Mfg. Co. 110 
Greyhound Corp. 73 
Griffin Mfg. Co. 75 
Hi 
Hager & Sons Hinge Mfg. Co., C. 20 
Hanson Co., Henry L. i8 
Hillerich and Bradsby Co. 
Hines-Park Foods, Inc. 
(Duncan-Hines Institute) 87 
Holub Industries, Inc. 103 
Hoppe Co., Frank A.. 87 
Howard Hardware Products, Inc. 79 
Hyde Mfg. 109 
Hydroponic Chemical Co. 107 
| 

irwin Auger Bit Co 13 
J 

Jacobsen Mfg. Co 23 
K 

Kedman Co. ........ . 101 

Keil Lock Co., Inc. = 

Kerr Wire Products Co. . 101 

| Kwikset Sales & Service Co. 17 








M 
Magic Iron Cement Co., Inc. 63 | 
Mansfield Sanitary, Inc. 103 
Marshalltown Trowel Co. 107 
Master Bronze Powder Co., Inc...26-27 
Master Lock Co....... Ng it 
McCulloch Corp. 59 
McGraw Edison Co. 

Toastmaster Div. 83 
Miller Co., Inc., Robert E. 108 
SU ES Sebo sdscovsvaoudebs 107 

N 
New Home Sewing Machine Co... 107 
Nichimen Co., Inc. 88 


Nicholson File Co. 4 


North & Judd Mfg. Co.. 92 | 
oO ; 
Osrow Products Co., Inc. 19, 21 
Oxwall Tool Co. 28-29 
Pp 
Porker Hardware Mfg. Corp., S.._ 107 
Pendleton Tool Industries, Inc... .84-85 
Pioneer Rubber Co. 82 
Pittsburgh Plate Glass Co. 
Pennvernon Div. . 16 
Store Front Div. 95 
Porter Co., H. K. 

Disston Div. 34 
Puritan Cordage Mills, Inc. 69 
= 
Republic Steel Co... 30-31 | 
fers 
Rubbermaid, Inc. 35, 36 
S 


Safe Padiock & Hardware Co. 
A Sub. of American Hardware 
Corp. 





STICKLEBACK « 











3/16” to 1” 
Straight or 


Reduced eee 
FROM $182 


TEC IMPORTS 





‘“‘“GRANITHARD’’ 


(FULLY GUARANTEED) 
‘MASONRY DRILLS 





CARBIDE TIPPED 


15001-03 CALIFA, 
VAN NUYS, CALIFORNIA 
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| Samson Cordage Works 9 
| Security Storm Lock & Hardware 





Oe ot i ae a eee 93 
Shelby Metal Products Co. 25 
Shetland Co. ....... 70 
Southern Screw Co. i5 
Southern —" Mfg. Co. 97 
Star — 

Div. o iWlinots lron & Bolt Co... 103 

| Tate Co., E 79, 107, 108 
Taylor Chain _* Ss. S. 72 
Taylor Lock Co. 89 
Tec Imports ...... 108 
Toastmaster Div. 

McGraw-Edison Co. 83 
True Temper Corp. 90-9! 
Turnbuckles, Inc. 97 
Turner & Seymour Mfg. Co. 10! 

U 
Union Stee! Chest Corp. 82 
U. S. Graphite Co. 87 
. 
Vichek Tool Co. 94 
Ww 
Weller Electric Corp. 74 
Wen Products, Inc.... 94 
Wessel Hardware Corp........... 33 
Wickwire Brothers, Inc. 33 
Woodhill Chemical Co........ 86 
Wrought Washer Mfg. Co. 64 
Y 
Yale & Towne Mfg. Co. 

Lock & Hardware Div.... 3 

Yuba Power Products, Inc., Sub. 


of Yuba Consolidated Industries. 
Inc. 60 





SHOWER 


CURTAIN RINGS 





Fa SINCE 18772 


E. H. TATE CO. © 251 CAUSEWAY ST 





BETTER HOUSEHOLD 


© BOSTON. MASS. 
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35 Pearl St.. New York 4, N. Y. 


ORIGINAL 5+ SIZ GENUINE 















DOMES or SILENCE 












Furniture Rest — Pintie Type - | 4 y, e~ om casrens 
| = Tobvler” Glide 
RUBBER CUSHION GLIDES “ae : i" ives Upholstery Nall 
Wonderful for all wood | Yoi+ Ya" s 
and metal furniture. Ne DOME Fay 
Glide softly, silently, fa" s 
Rubber smoothly. Set of 4 on % 
Crutch Tip Bakelite Furniture Rest a 3-color card. 6 Sizes, 
5%”, %”, 17, 10/167, 1%", 1%". 
| Ask your jobber, if he is not suppiled, write 
ROBERT E. MILLER & CO., INC.., Adjustable Rubber | Adjustable Tubular 
eieorian $ ies Bakelite Caster Cup Thumb Tack Cushion Glide Spring Type 


| 
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PATENTED 


_ Spray Paintel 


NEW TO IN INCREASE YOUR-PA DEPT. SALES 
MAKES PAINTING FAST FUN AND EASY 
VYOT-A-TOY — A REAL HE-MAN SPRAY PAINTER 


Sprays Right From The Quart Can of Paint 


ALL PAINTS - LIGHT - HEAVY - MULTI-COLOR 
EVEN SAND AND STUCCO FINISHES 


RETAIL 


New, low pressure spray paint system for Do-lt-Yourselfer and 


Home Owner. Operates off regular canister or tank-type $19.95 


vacuum cleaner or No. 60B Hyde Electric Air Blower. Fastens 
to all paint manufacturers quart paint cans. Only one moving Shipping Weight 
part to adjust amount of paint and size of spray. No fuss, no 


, . a : 14 Ibs. 
muss. Anyone can spray paint with this new, sensational ra 
parents? 


product. Excellent for store rental. NO. 60G 
Spray Paints These Surfaces And More D ain 


apna S Oy 
Tm Qe 
4 Mp Rien f 0 j “ 


BASEMENT SHUTTERS FENCES Wap, | FROM 


! Paint CAN 
FY * Fastens to Quart Paint Can 


OUTDOOR FURNITURE Regular and Circle Seal 








NO. 60RU RENTAL UNIT 


RETAIL $73.40 


Spray Painter connects to canister or tank-type Spray Painter also operates off No. 60B 


Retailer rental, Sprayer and Air Blower in 
vacuum cleaner. 


Hyde Air Blower. Retails for $49.50. steel carrying case. Shp. Wt. 25 Ibs. 


VEXG0F HYDE MANUFACTURING CO., sourHeRIDGE, MassacHUSETTS, U. 5. A 





